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P.A.s No. | Worry: How Can We Stay Slim? 


Keeping Stocks Lean, Exercising Price Caution, 


“7 


Bearing Prices 
Bob Along Over 


* Uneven Terrain 


CORDLESS TOOLS: Wave of in- 
quiries in B&D line followed... 


Why Be Wired to a Wall? 


GOULD BATTERY AD: Big prob- 
lem now is reining enthusiasm. 


Buyer Enthusiasm Fired 
By Potentialities of Tools 
Operated by Batteries 


New York—Black & Decker’s 
announcement of a_ battery- 
powered electric drill, expected 
to reach the market “a bit be- 
fore Labor Day,” is churning up 
a tumult of interest among other 
power tool makers and potential 
users alike. 

Gould-National Batteries, 
Inc., which is making the re- 
chargeable nickel cadmium bat- 
teries for Black & Decker, re- 
ports that it has been contacted 
by hundreds of tool and appli- 
ance manufacturers since B&D 
first announced its %-in. drill 
in April. The company now is 
working with more than 100 
leading tool and appliance firms 
“on more than a casual basis.” 

“We have been swamped with 
over 6,000 inquiries a month 
from ads placed in various busi- 
ness publications,” said a Gould- 
National spokesman. 
than half have been for real 

(Turn to page 39, column 3) 


Purchasing 
Week’s 


“More | 


New York—Major producers 
of bearings who have posted their 
| first price increases in years are 
|worried over the failure of 
smaller suppliers to go along. 

Although the boosts are sched- 
uled to go into effect on Aug. | 
(Timken and Hyatt) and Sept. 1 
(SKF and Bower), the rest of the 
industry is still dragging its feet. 
Officially they say they’re “study- 
ing the situation.” Unofficially 
they’re waiting to see if the hikes 
will stick. 

While most producers admit 
higher tags are a must because 
of rising costs, they cite the fol- 
lowing negative factors: 

@Customer reaction: There's 
no sign that bearings buyers are 
building up inventories to beat 
the price boosts, although—as 
one manufacturer explained— 

(Turn to page 4, column 5) 


Cut-Rate Rail Charges 


Approved by ICC For 
Two Piggyback Plans 


Washington — The Interstate 
Commerce Commission handed 
volume shippers and freight for- 
warders a major victory last 
week when it upheld the legality 
of sharply-reduced freight rates 
offered by a number of eastern 
and western railroads for ship- 
ments moving under piggyback 
Plans III and IV. 

The ICC also approved certain 
freight forwarder volume .com- 
modity rates made possible by the 
availability of the piggyback serv- 
ice. 

Under Plan III, railroads haul 
shipper-owned truck trailers or 
containers. Under Plan IV, the 
shipper provides not only the van 
but also the flatcar, with railroads 
providing only the motive power. 

The commission, in a single 
decision, dealt with seven cases 
involving piggyback or for- 

(Turn to page 4, column 2) 


Purchasing’s Office Costs Still Rising 


But Pace Has Slackened, Study Finds 


Willow Grove, Pa.—Office 
costs of running a purchasing de- 
partment continue to edge up— 
but at a much slower pace than 
in recent years. 

That’s one of the major con- 
clusions that developed out of a 
survey of clerical workers’ sal- 
aries just completed by the Na- 
tional Office Management Assn. 
(NOMA). The survey covered 
some 7,886 firms in over 130 
cities. 

Clerical salaries, the study re- 
ported, have increased $2 over 
the past year to an average of 
$75 a week—a 2.7% gain. This| 
was the smallest percentage hike 
since 1954, a recession year. In 
1960, the increase amounted to 
4.3%, a slight drop from the | 
average rate of annual gain for} 
office salaries since 1947. | 

A regional breakdown shows | 
that the highest office wages are 


Panorama 


@ Trading in the ‘Futures’ Market’ can build price and inven- 
tory protection for the company of a sharp P.A. who knows 
what he’s about. How one firm does this, and the benefits it 
derives, is explained in the spread on pages 22 and 23. 


@ The Pricing Dilemma Facing Steel is the timely topic taken 
up in this week’s ‘Professional Perspective’ on page 36. 


Consultant Robert C. Kelley tells why five steel product groups 
acted as they did to the latest industry in-fighting. 


@ Which Laws Do You Come Under when you’re involved in 
a dispute with a vendor headquartered in another state. ‘The 
Law and You’ column on page 26 takes up that problem, 
along with other legal points of major concern to P.A.’s. 


@ The Administration Is Keeping a Sharp Eye on potential 
trouble spots in the wage-price picture. ‘Washington Perspec- 


tive’ on page 6 gives you a rundown on how the government 
is coming to grips with problems in this vital sector. 


paid in the Far West and the East 
Central States, while the lowest 
pay scales are found in the South 
and West Central States. The 
East Coast, although a cut above 
these latter areas, ranks some- 
what below the national average. 

The survey shows the same 
work week as last year, 69% of 
the surveyed companies report- 
ing a 40-hour week, and 13% a 
37 to 37'%2-hour week. 

In fact, the percentage of com- 
panies reporting a 40-hour week 
hasn’t change one iota in the past 
decade. The change that has oc- 
curred has come in the switch 
from the over-40-hour week 
category (8% of firms in 1951 to 
3% this year) to the 37-37'2- 
hour week group, which was only 
6% in 1951. 

Fringe benefits for office em-| 
ployees also remained at much) 

(Turn to page 4, column 1) 


SPS Hits Slipshod 
Buying of Fasteners 


Jenkintown, Pa.—P.A.’s in 
the aircraft and missile indus- 
try who buy high-strength 
metal fasteners on a_ price 
basis only drew a blast from 
Standard Pressed Steel Co. 

At the same time, the com- 
pany told PURCHASING WEEK 
it would like to see the gov- 
ernment extend its “Qualified 
Products List” to parts and 
fasteners not now included. 

These factors underlie the 
report which SPS sent to about 
3,000 companies in the air- 
craft and missile construction 
field and to members of Con- 
(Turn to page 4, column 3) 


Reducing Costs Are Current Weighty Problems 


New York—With the economy shaking the doldrums and the 
midway point in the year at hand, PURCHASING WEEK reporters 
have surveyed buyers from coast to coast to determine what now 
is their main concern. The consensus: Old problems—costs and 
inventories—still nag. And the ever-present one—prices—is assum- 


ing even greater proportions. 


Here are some typical comments from P.A.’s around the country: 


Fruehauf Trailer Unites 
Purchasing and Traffic 
In Top-Level Staff Post 


Detroit—Frue- 
hauf Trailer Co. 
last week com- 
bined its purchas- 
ing and trans-™ 
portation depart- 
ments and made 
the joint opera-) | 
tion part of ag rao 
new staff setup. B. M. KIRSTEN 

Bruce M. Kirsten, formerly di- 
rector of purchases, will head 
the new department as director 
of purchasing and traffic. He is 
one of eight top-level planners 
who will assist William E. Grace, 
president and chief executive 
Officer, in “planning, directing, 
and controlling company affairs.” 

“Purchase of materials and 
purchase of transportation go 
hand in hand,” Grace told Pur- 
CHASING WEEK. “The functions 
belong together so that purchas- 
ing can have control over its 
total cost outlays. 

“At Fruehauf, purchasing des- 
ignates the route over which ship- 
ments of materials move, and the 
traffic department works on 
methods and rates by which in- 
coming materials can be routed 
to manufacturing plants in the 
most economical way. 

“Lower costs, better packag- 

(Turn to page 4, column 1) 


@QOn costs. The vice presi- 
dent-purchasing of a chemical 
company summed it up this way: 
“Top management still is expect- 
ing to make year-end profits from 
the cost-cutting work of pur- 
chasing. This was counted on 
from the beginning of the year, so 
the pressure to cut costs will in- 
crease.” 

® On inventories. Said Andrew 
Kolar, P. A. for Link-Belt Co.: 
“It’s like trimming down your 
weight—once you get it down, 


you want to hold it.” 


@ On prices. “My No. | prob- 
lem, plus deliveries,” said the 
director of purchases for a brass 
company. 

Shipping also was reported 
among the major headaches of a 
number of other P. A.’s. Many 
said that along with the steady 
economic recovery, there were 
experiencing ever longer stretch- 
outs in delivery dates. 

“Getting deliveries on time 
and staying on top of them has 
been and always will be our 
major problem,” said Ralph Bel- 
knap, purchasing and production 
manager for Plastics Mfg. Co. 
“We give as much lead time as 
possible, but it is getting worse.” 

But the main pre-occupation 
was with prices. Said Horace 
Bolding, vice president-purchas- 
ing and stores, Braniff Airways, 
Inc.: “Our biggest problem is 
price increases. We are con- 
stantly fighting it, and developing 

(Turn to page 40, column 1) 


Purchasing Week’s 


Purchasing Perspective 


I 


n upholding the legality of the hotly contested Plan III 
and IV forms of piggybacking freight, the Interstate Com- 


merce Commission may have added a new breed to the ranks 
of the “vanishing American.” Already threatened by the popu- 
larity of the flatcar-transported truck trailer, the railroad boxcar 
may have received its final shove toward obscurity as a traditional 
vehicle of freight rail transportation. 

Because shippers have become increasingly alarmed over the 
increasing cost and reduced rail services on LCL shipments, the 
ICC ruling was expected to give a major boost to the expansion 
of freight-forwarding operations which up to now have been the 
principal users of piggyback Plan III and IV. Unless the truck- 
ing industry can overturn the ICC ruling through appeal to 
federal courts, forwarders, who combine small shipments into 
carload lots for movement at lower rates, can be expected to 
improve further their already extensive long distance and door- 


to-door delivery facilities. 
e 


A purchasing expert who peeked over the shoulder of the 
editor summarizing P/W’s cross-country sampling of purchasing 
agents’ problems (see p. 1) made this comment: Cost reduction, 
unsettled prices, inventory juggling, and all the rest are matters 

(Turn to page 40, column 4) 


Purchasing Week Industrial Materials Price Barometer 


Week 
Ago 


Year 
Ago 


94.2 


Latest 
Week 


905 90.4 


This index, based wn 17 bask materials, was especially 
designed by the McGraw-Hill Department of Economics. 


—— 


Tin. Burlap Boosts Overcome 


Rubber, Steel Scrap Cuts 
| | 


Year ago 


(Based on 17 Basic 
Materials ) 


January 1957-100 


SPS 2a ese 


1960 


METALS 

Pig iron, Bessemer Pitts., gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 
Steel, bars, del., Phila., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, cwt 


Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Brass, yellow, (sheet) Ib 


Lead, common, N.Y., Ib 

Nickel, electrolytic, producers, Ib 
Tin, Straits, N.Y., Ib 

Zinc, Prime West, East St. Louis, Ib 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 

Heavy fuel, PS 400, Los Angeles, rack, bbl 

Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount). 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct. reg., Los Angeles, rack, gal 
Kerosene, Gulf, Cargoes, gal 

Heating oil #2, Chicago, bulk, gal 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 

Phthalic anhydride, tanks, Ib 

Polyethylene resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib 

Rosin, W.G. grade, carlots, fob N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, bulk, long ton 

Sulfuric acid, 66° commercial, tanks, ton 
Tallow, inedible, fancy, tank cars, N.Y. Ib 
Titanium dioxide, anatase, reg. carlots, Ib 


PAPER 
B 
cwt. 
Bond paper, #1 sulfite, water marked, 20-lb, 16-carton 
ETL 's Cre ON aes sys s whe ob bc cove alo 0s 
Chipboard, del. N.Y., carlots, ton 
Wrapping parer, std. Kraft, basis wt. 50 Ib rolls 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle... 


BUILDING MATERIALS 


HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib 


June 28 June 21 


67.00 
66.00 
80.00 


67.00 

66.00 

80.00 
5.50 
6.20 
5.98 
5.675 
5.30 


This Week’s Commodity Prices 


Year % Yrly 
Ago Change 


67.00 
66.00 
80.00 
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Purchasing Week’s 


Price Perspective 


EW PRICE TREND—Top economists are hopeful—after nine months 
N of stability in the key cost-of-living index—that the same economic 
forces that have been working to stabilize industrial prices may be spreading 
to consumer areas. 

What makes current reports so encouraging is the fact that they come 
hard on the heels of a disappointing 1960 when, despite recession, con- 
sumer tags went up to 1.7%. 

Actually this index has been an economic trouble spot throughout the 
post-war period. Over the past decade, for example, the rise in these 
quotes have been chipping 2% off the public’s buying power each year. 
In addition, the increases have tended to raise labor costs via cost-of-living 
bonuses to over 4-million workers each year. 

Most price analysts see little indication of any resumption of the uptrend 
over the next few months. 

They note, for example, that food prices usually decline in summer. 
The meat glut, particularly in pork and poultry, assure continued low 
prices in these two key budget items. 

And judging from the recent declines in mail order prices (Sears, down 
1%; Spiegel, down 112%, Aldens, 3%) many nonfood items should also stay 
within bounds. 

There’s even a hint of a slowing down in service cost boosts. The Na- 
tional Assn. of Real Estate Boards, surveying 165 areas around the country, 
notes that for the first time in two decades “areas for which lower rents in 
multifamily buildings are reported exceed in number those for which 
higher rents are listed.” 


NO BOUNCE—Current price weakness in natural rubber is expected to 
continue for the rest of the year. 

The problem is the usual one faced by so many raw materials today— 
(1) increased competition from substitute materials (in this case, syn- 
thetics); and (2) more than ample productive capacity. 

The latest figures point up the key role of synthetics. Increased pro- 
duction and better quality have allowed synthetic rubber to capture over 
71% of the American market so far this vear. Last year the market share 
figure was under 68%. 

A combination of all the above factors have pushed prices down to 
29.4¢/lb., some 3¢/lb. below mid-May quotations. 

About the only thing that could bucy up tree rubber prices is increased 
purchases by the Communist bloc. It was buying from this source that 
pushed prices up so high last Jume—when quotes reached 47.2¢/lb., 
33% above current levels. 


MORE PICKUP AHEAD—Continued heavy influx of new orders assures 
continuation of production pickup into the second half. 

Over-all hard good orders, at latest report, are running 15% above 
January lows. More important, they’ve been topping sales—implying a 
rise in backlogs and hence a subsequent boost in output schedules. 

Particularly significant is the continued recovery in machinery orders. 
McGraw-Hill’s survey of leading manufacturers, for example, puts May 
bookings at 177 (1950100). That’s more than 7% above first quarter 
rates and only 6% below the record high hit last May. Substantial gains 
are reported for construction and mining machinery, engines and turbines, 
metalworking machinery, and general purpose equipment. 

Machinery order pickup is further indication that capital spending is 


headed up. For machinery orders placed today will be showing up in the 
capital outlay figures of late 1961 and 1962. 
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McGraw-Hill Building, 380 West 42nd St, New York 36, N. ¥. Printed’ in Albany, NY" Second-claus postage paid at Albany, N. Y.  Subscrip- 
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(Price sources include: Coal Age, E&MJ Metal and Mineral M i i - 
Satis Oligram Price Service) ineral Markets, Engineering News-Record, 


Vol. 4, No. 27 July 3, 1961 


Rising Tin Prices Hitting Canmakers; 


Stepped Up Competition Adds to Woes 


New York—New competitive 
moves by producers of rival ma- 
terials and rising tin prices 
focused attention on the metal 
container industry last week. 

Generally unworried about 
the ultimate effect of higher tin 
costs, can producers noted with 
interest these other price moves: 

@ Alcoa’s 7% to 9% reduc- 
tion in prices of aluminum 
stock used in citrus cans, lower- 
ing tags on aluminum coiled 
sheet to 28¢/lb. from 30.7¢ 
and cut-to-length sheet to 30¢ 
/\b. from 32.4¢. 

@A 57¢ per thousand reduc- 
tion in prices of aluminum citrus 
cans with tin plate ends. 

@American Can and Con- 
tinental Can’s decisions to re- 
duce prices of citrus cans made 
of lightweight tin plate by $1.58 
per thousand effective Oct. 1. 

Despite the upward surge in 
the tin market, canmakers said 
they do not expect any increases 
in tinplate until at least Oct. 1 
when the next round of steel 
wage increases go into effect. 

Can producers and users also 
expect competition of materials 
other than aluminum to weigh 
heavily in any pricing decisions 
in tinplate. “The rising price of 
tin has caused us to focus new 
attention on substitute materi- 
als,” said George Crabtree, 
marketing head of Campbell 
Soup Co. “Laminated papers, 
paper foils, polylaminates, plas- 
tics, enamels are all in the race.” 

Many producers _ seriously 
doubt if rising tin prices would 
make tinplate price increases 
necessary because of the small 
amount of tin actually used in 
tinplate. The roughly % Ib. of 
tin in a 100-lb. base box of tin- 
plate would amount to about 
30¢ at the current $1.19/lb. 
“This is a very small factor in 
the $9.20 cwt. base box price,” 
one large can maker pointed out. 


Price Briefs 


Tin Salts—Tin salt prices 
pushed to new peaks in the wake 
of soaring tin quotes. Included 
in new boosts were such key 
items as tin oxide (up 4¢/Ib.), 
anhydrous tin’ crystals (up 
1.8¢/lb.), potassium  stannate 
(up 1.3¢/lb.), and sodium stan- 
nate (up 1.4¢/Ib.). 


Potash—A $2/ton boost in 
chemical grade muriate potash 
is being postponed until Aug. 1. 


Turpentine—Gum turpentine 
was reduced 1¢/gal. in the 
South. Also 5¢/gal. cuts were 
posted in New York on all grades. 


Cloth—Tags on Canton flan- 
nel fabrics were cut Il1¢/yd. 


Sluggish demand was behind the 


reduction. 


Stainless steel — Steel ware- 
houses cut quotes on stainless 
steel by 5%-6% on orders of 
2,000 Ib. or more affected. 


Aluminum can stock—Com- 
petition with lightweight tinplate 
caused Alcoa to cut Aluminum 
can stock prices by 2.7¢/Ib. for 
coiled sheet and 2.4¢/lb. for 
cut-to-length sheet. 


july 3, 1961 


However, can producers are 
not ruling out the possibility of 
a hike in extras, and feel that 
any tinplate price rise would 
take that form. Example: The 
current 15¢ discount for pur- 
chase of 95-lb. base weight 
could be changed to 10¢. 

Whether tinplate prices go up 
Or not, can makers have their 
own wage increases to contend 
with this fall which, they point 
out, could lead to higher can 
costs anyway. 


This Week’s Scrap Prices 


Four Salt Firms Indicted 
On Price-Fixing Charge 


St. Paul, Minn.—Four salt 


Steel, #1 hv, divd Pitt, ton 

Steel, 71 hv, divd Clev, ton 

Steel, #1 hv, dlvd Chic, ton............. 
Copper, #1 wire, dir buy, fob NY, Ib 
Copper (hv) & wire mix, dir buy, fob NY, lb. 
Brass, light, dir buy, fob NY, Ib... 

Brass, hv yellow mix, dir buy, fob NY, Ib 
Alum (cast), mixed, dir buy, fob NY, Ib ; 
Alum (sheet), old clean, dir buy, fob NY, Ib. 
Zinc, old, dir buy, fob NY, Ib........ 

Lead, soft or hard, dir buy, fob NY, Ib 
Rubber, mix auto tires, dlvd Akron, ton 
Rubber, synth butyl tubes, East, divd ea 
Paper, old corrug box, dir, Chic, ton... .. 
Paper, #1 mixed, dir, NY, ton. 
Polyethylene, clear, dir, NY, Ib. 


companies were indicted by a 
federal grand jury here on charges 
of conspiracy to fix prices in rock 
30.00 +150 salt contracts for state and munic 
29.00 +241 ipal governments throughout the 

230 + 65 te 4 

os BA Named were Morton Salt Co., 

15 Chicago; International Salt Co., 

Clarks Summit, Pa.; Diamond 
Crystal Salt Co., St. Clair, Mich.; 
and Carey Salt Co.; Hutchinson, 
Kan. 

Together the companies in- 
dicted mine and distribute 75% 
of the nation’s rock salt, the Jus- 
tice Dept. asserted. 


June 
28 


37.00 

34.50 

36.00 
245 
225 
125 


Year % Yrly 
Ago Change 
30.00 +223 


Facts of Light! 


LARGE ROOMS USE LIGHT MORE 
EFFICIENTLY THAN SMALL ROOMS 


The greater part walls play in a room, the 
more loss there will be before light reaches 
the ultimate working level. Also, the higher 
fixtures are, the greater will be the percent- 
age of wall su-face available to absorb light. 


— 


a 


~< CHAMPI 


A LITTL? SOAP AND WATER CAN 
STOP THE LOSS OF HALF YOUR LIGHT 


Dust and drt allowed to accumulate on 
lamps and fix ‘ures can reduce the light they 
produce by 1 early 50%. The owning and 
operating cost remains constant. By knowing 
how fast light is depreciating, it is easy to 
figure amortiz tion and power waste and 
establish a clea \ing program that gives you 
maximum light: 1g economy. 


FADING CAUSED BY ARTIFICIAL LIGHT 
DEPENDS ON THE INTENSITY OF LIGHT 


There is essentially no difference between 
incandescent and fluorescent light in causing 
fading of colored materials — it is the 
intensity of light that determines the effect. 
Open sunlight will fade materials much more 
rapidly than artificial light. 


ON > 


MANY COST-SAVING HINTS IN THE 
CHAMPION LIGHTING MAINTENANCE MANUAL 


This manual explains the principles and 
advantages of good lighting practice in 48 
pages. Included are sections on group re- 
placement of lamps, cleaning programs and 
a guide to trouble shooting fluorescent in- 
stallations. This is the latest edition of a 
guide that has proved to be of great practical 
value to lighting men everywhere. Write for 
a free copy. 


SHAMPION LAMP WORKS, Lynn, Massachusetts 


CHAMPION INCANDESCENT-FLUORESCENT 


Purchasing Week 


Purchasing Dept. Office Costs Still on the Rise 


(Continued from page |) 
the same level as last year. The 
only gain was a slight increase— 
from 33% to 35%—in the 
number of firms giving eight or 
more paid holidays a year. 

Over the past 10 years, how- 
ever, the figures on insurance 
premium payments show the 
greatest advance among all fringe 
benefits for office employees. 

In 1951 
showed 84% of all firms offered 
some form of life insurance and 
hospitalization coverage. But 
only 28% paid full premiums on 
life and only 22% on hosptal- 
ization. 

Contrast that to the current 
picture. Life insurance coverage 
is supplied by 88% of U.S. firms 


with 41% paying the full pre-, 


miums. Hospitalization insurance 


is provided by 97% of the com-| 
paying the 


panies, with 37% 

premiums in fuli. 
These gains in salary and 

fringe benefits may be one of the 


big reasons why unionization has | 


fallen off among office workers. 
Ten years ago 9% of the sur- 
veyed firms reported complete 
or partial unionization. In 1961 
the figure stands at 7.3%. 


Purchasing and Traffic 
Combined at Fruehauf 


(Continued from page 1) 
ing, improved delivery schedules 
are all part of the savings Frue- 
hauf looks for in transportation,” 
he said. 

Kirsten said that although pur- 
chasing and transportation “are 


already working as a closely knit | 


he the 


is 
for 


operation,” 
groundwork” 


“laying 


with director of traffic Walter J. 
Vukin to effect greater coordina- 
tion and savings. He will con- 
tinue to supervise purchasing on 
the operations level, while ful- 
filling his staff duties. 

Other members of the cor- 
porate headquarters groups are 
Director of Industrial Relations 
Raymond M. Lyons and vice 
presidents Keith W. Tantlinger, 
engineering and manufacturing; 
Harry E. Foulkrod, marketing; 
Alexander Black, _ planning; 
Robert D. Hill, finance; Ernest 
L. Rushmer, general counsel; 
Alexander S. Aranyos, interna- 
tional operations; Roy Jacobs, 
corporate secretary. 

Fruehauf’s reorganization plan 
also includes consolidating its 
military products activities in a 
single Military Products Div. 


Weekly Production Records 


the NOMA survey © 


even closer | 
alignment of the two functions. | 
Kirsten said he will work closely | 


Total 
U.S. 
File clerk . 
Accounting clerk, sr. 
Accounting clerk, jr. ......... . 
gy asc ccrsewess 
IE ig vcccccsssseses 
Office boy or girl ............. ; 
Calculating machine operator, sr. 
Calculating machine operator, jr. 
Secretary, sr. 
Secretary, jr. 
Stenographer, sr. 
Stenographer, jr. 
Typist, sr. . 
Typist, jr. . ° 


Typical Purchasing Department Office Job Rates 


Far 
West 
$64 
101 
82 
83 


East West South 

Central Central 
$63 
102 
82 


86 


East 


$58 
97 
77 
78 
62 
58 
75 
65 
97 


$55 


78 
78 
61 
55 
72 
63 
91 
81 


74 
66 
66 
58 


*National Office 


averages. 


(Continued from page 1) 
warders’ rates which either had 
been challenged by common 
carrier truckers or had been 
placed under investigation by the 
commission itself. Most of the 
rates have been in effect since 
1958 but with a cloud hanging 
over their legality. 

Principal benefactors of the 
ICC ruling are big volume ship- 


pers such as shipping associations | 


and freight forwarders who com- 
bine small shipments into car- 
load lots for long distance move- 
ment. These companies, plus 
major suppliers with traffic re- 
quirements adaptable to this type 
of piggyback service, greeted the 
decision with predictions that 
coast-to-coast freight movement 
soon may be reduced to a 60-hour 
time schedule. A few 84-hour 
cross-country schedules already 
are in operation under existent 
Plan III and IV facilities. 

In addition to the improved 
speed feature, the railroad advo- 
cates of the piggyback plans are 
challenging trucker services on 
the basis of cost. Rails move 
piggyback trailers for 50¢ per 
mile under Plan III service and 
charge 42¢ per mile for Plan IV 
service. 

For-hire truckers view Plans 
III and IV as an inducement to 
shippers and forwarders to ac- 
quire their own truck fleets and 
ally themselves with railroads. 
They also look upon the plans as 
a means whereby the railroads, in 
effect, are able to provide ship- 
pers door-to-door service. 

The Regular Common Carrier 
Conference of the American 
Trucking Assn., the Eastern Cen- 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 


Petroleum refineries operating rate, % 


Container board, tons 
Boxboard, tons 

Paper operating rate, % 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
Eng const awards, mil $ Eng News-Rec 


* Revised 
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Latest 
Week 
1,978 
136,864 
23,445 
7,865 
11,925 
5,395 
27,275 
79.3 
167,574 
103,566 
91.0 
240,668 
1,479 
14,870 
456.7 


Week 
Ago 
1,985 
137,000* 
28,531* 
8,224 
12,745 
5,824 
30,714 
82.9 
167,840 
100,411 
92.6* 
229,336 
1,412* 
15,345 
469.6 


Year 
Ago 
1,739 
149,340 | 
27,788 | 
8,231) 
12,688 | 
6,106 | 
29,055 
84.3 
159,218 
105,971 
100.0 | 
249,942 
1,473 
14,213 
686.4 


ICC Upholds Lower Rail Rates 
For Piggyback Plans Ill and IV 


\ing departments 


tral Motor Carriers Assn. and 
various individual trucking firms 
assailed the piggybacking rates 
on a number of grounds. They 
charged that the rates are so low 
they constitute destructive com- 
petition aud that they are unlaw- 
ful because tiiey ignore the freight 
classification principle. Railroads 
haul the trailers for a flat fee re- 
gardless of the types of freight 
they contain. 

The ICC held, however, that 
the rate-making principle in- 
volved is permissible and said it 
could find no evidence that motor 
common carriers are “in peril of 
destruction.” It said Plans III 
and IV represent legitimate efforts 
by rail lines to regain traffic lost 
mainly to private carriage. 

On the key question of 
whether the rates are compensa- 
tory, the commission concluded 
that they “exceed the cost of the 
services and provide a substantial 
contribution to the overhead 
burden.” 


Standard Pressed 


New York—A 
pricing concept introduced by 
Line Material Industries, a di- 
vision of McGraw-Edison, may 
spark significant changes in in- 
dustry pricing practices. 

L-M announced it is pricing its 
line of construction materials for 
utilities on the basis of actual 
cost per individual item, rather 
than by applying average cost of 
a group of items to each item in 
the group. 

The immediate result of the 
new pricing technique has been 
price reductions for about half 
the L-M materials line—and 
some hikes on items where L-M 
ihas been “taking a loss in order 
|to stay competitive.” 

“We, expect,” said Clifford W. 
| Peterson, product manager, “that 
|utility P.A.’s will examine indi- 
vidual units of our product mix 
'and not order across the board. 
| It’s to their advantage to buy from 

us where we’re competitive, and 
elsewhere where we're not. This 
will force our attention to those 
products where we're not as 
efficient as our competition. Then 
|we’ll improve our production 
|methods if we can, or drop such 
products from our mix.” 

If this pricing philosophy 
spreads it would force suppliers 
generally into specializing in 
those lines where they can pro- 
duce most efficiently, and would 
cut down the widespread practice 
of producing some items in- 
efficiently in order to maintain a 
complete line. 

Line Material will keep its 
prices responsive to all important 
cost changes. “If the prices of 
steel or freight change,” says 
Peterson, “the changes will be 
assessed for our products on a 
per-lb. basis, and will go into 
effect as soon as new price lists 
can be printed up.” 

L-M will also continue its an- 
/nual review of standard costs 


Steel Hits P.A.s 


new “item” 


For Slipshod Buying of Fasteners 


(Continued from page 1) 
gress. The study, titled “Warn- 
ing to Users of High Strength 
Fasteners—a Special! Emer- 
gency Report,” cited 10 case 
histories of fastener failures. 

Underlying causes of most de- 
fective fasteners, said Thomas 
Baumgartner, SPS development 
laboratories supervisor, are: 

®@ Buying strictly on a price 
basis. This often leads purchas- 
to an “alley 
shop” or “red barn” outfit which 
probably has little or no expe- 
rience with fasteners. 

@Failure of purchasing (or 
quality control) to “audit” the 
properties of the fasteners after 
purchase, i.e. resistance to fa- 
tigue, tensile strength, sheer 
strength. 

@Failure to use “Qualified 
roducts List” for supply 
ources, when parts are covered 
by government specs. 

@Failure of company engi- 
neers properly to define parts on 
drawings. 

Company names were not 
mentioned in the report on 
fastener failures, some of which 


occurred in actual flight. Reasons | 


| labs. 


Here are a few case his- 
tories. cited by the report: 

@Poor fabrication. Pan head 
bolts gave out on an airframe 
manufacturer after tightening 
prior to external loading. Cause: 
poor forging, heat treating, and 
magnetic particle inspection by 
the manufacturer. 

© Inadequate procurement spec- 
ifications, Fasteners used on a 
missile failed in service. Loose 
control over metallurgical spec- 
ifications such as carburization 
was cited as the cause. 

@ Inexperienced manufacturer. 
Improperly baked and _ poorly 
treated helicopter parts failed in 
service. 

© Counterfeit fasteners. Bolts, 
visually acceptable, failed to 
meet all requirements. 

@Landing Gear. Inadequate 
head bolts failed in landing gear 
of a military fighter. 

@ Government procured fas- 
teners, purchased for use in 
helicopters, failed in less than 40 
minutes. 

The Standard Pressed Steel 
study on fastener failures was the 
fifth which the company has is- 
sued to the aircraft and missile 


Line Material Industries Introduces 
Item Pricing Plan for Customers 


and readjust product prices ac- 
cording to what production 
economics or higher costs have 
taken place. 

The new L-M prices are de- 
livered prices. The freight 
charges are assessed by the aver- 
age transportation cost per item 
for each zone—the country being 
divided into four zones. 


Major Bearing Concerns 


Fear Planned Price Hike 
May Prove Short-Lived 


(Continued from page |) 
“We gave long advance notice, so 
customers would have plenty of 
time to adjust their production 
needs.” 

This is especially significant 
because both manufacturers and 
distributors feel consumer bear- 
ings inventories are at rock 
bottom right now. “But,” ob- 
served one Eastern distributor, 
“purchasers are increasing orders 
only when their own business 
volume goes up.” 

The fact that many P.A.’s have 
received no notice of higher bear- 
ings tags from their suppliers is 
another reason for the lack of 


Slated Tag Boosts 


Timken—A straight 5% in- 
crease across the board. 

Hyatt—A complete price 
revision on bearings to OEM 
customers amounting to a 4% 
average increase. Hyatt may 
adjust its resale (distributor) 
list prices at a later dete. 

Bower—Increases on tapered 
roller bearings only. No aver- 
age percentage increase has 
been worked out; company 
says, “Our prices will be com- 
petitive.” 

SKF—An average price in- 
crease of 3.6% on all SKF 
trademark bearings. Individual 
item boosts range from 2% on 
small size ball bearings to 
5.6% on larger size ball bear- 
ings and cylindrical roller 
bearings. Sperical roller bear- 
ings and housings bearings are 
slated for a 4.6% hike. 

Offsetting the SKF boosts 
will be an extended schedule 
of time payment discounts and 
absorption of transportation 
costs for shipments of 200 Ib. | 
and up. 
reaction to the announced price 
boosts. Some buyers view the an- 
nouncements as “trial balloons” 
which will be brought down by 
pressure of competition. 


@ Japanese competition: Japa- 
nese bearings are reported to be 
making heavy inroads into the 
domestic market. “They’re damn 
fine bearings,” said one large pro- 
ducer, “and their price—tlaid 
down in the U.S.—is anywhere 
from 15% to 30% below domes- 
tic quotes.” 

“It’s a serious problem,” com- 
mented another big bearings sup- 
plier, “but with our cost structure 
there’s nothing we can do about 
it.” 

® Demand lethargy: Demand 
| hasn’t shown any definite pickup. 
‘Comments on sales run from 
'“pretty good” to “we’re not satis- 
‘fied.” Insiders say demand will 
have to climb by autumn in 


for the failures were determined | industry over the past several|order to support a tag boost in 


through extensive tests in SPS 
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years. 


this fiercely competitive industry. 
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NEW IDEA AT WORK 


Palletizing. AVISTRAP is used through- 
out industry to secure products ranging 
from die-castings to millwork, in palletized 
units weighing thousands of pounds. 


Unitizing. Since it has no sharp edges, 
AVISTRAP has no tendency to damage 
merchandise such as these flat cartons. 
Flexibility helps make strapping easier. 


AVISTRAI 


RERBE  R B. 


AVISTRAP 


CORD STRAPPING* 
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*Patents pending 


Banding. AVISTRAP is highly useful for’ 
banding because it is easy to apply, does 
not cut into the product and is easily 
removed and disposed of at destination. 


Reinforcing. Because it is flexible, ten- 
sions around corners with little crushing, 
AVISTRAP is ideal for reinforcing large 
cartons used in shipping bulky materials. 


Tool Selection. A selection of AVISTRAP 
pneumatic and hand. tools is carefully + 
designed to fill needs of many diff¢érent 
industrial strapping applications. . 


Baling. Textile bale shown weighs approx. 
700 Ibs. AVISTRAP replaced metal in 
this appiicationin over 100 mills because 
of ease of application and economy. 


CORD STRAPPING 


Out-performs metal many WayS. More energy is required 
to break AVISTRAP than equivalent-width metal strapping. AVISTRAP 
simply absorbs greater shock upon impact, keeps packages 
together long after metal strapping would have reached its breaking 
point. AVISTRAP will not lash out with jagged ends if broken, will not 
snag handlers’ hands or other packages. For these reasons, in addi- 
tion to light weight and easy handling, AVISTRAP is now used by the 
textile, paper, automotive, lumber, hardware, and many other in- 
dustries. Request information or an in-plant demonstration of advan- 
tages AVISTRAP offers your industry by writing to Industrial Packaging 
Department, American Viscose Corporation: 


AMERICAN VISCOSE CORPORATION, |NDUSTRIAL PACKAGING DEPT., 1617 PENNSYLVANIA BLVD., PHILA. 3, PA. 


District Offices: Atlanta, Ga. e Boston, Mass. « Charlotte, N. C. ¢ Chicago, Ill. ¢ Columbus, Ohio e Dallas, Tex. « Los Angeles, Calif. « New Orleans, La. « New York, N. Y. 
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Washington Perspective. 


he Administration is coming to grips with the question of 
what its role should be in influencing wages and prices. 
There is little evidence to date that President Kennedy is in any 
way leaning toward controls, though some officials say privately 
such a move along with a show of military mobilization might 
convince the Soviets we mean business in regard to Berlin and 
the cold war 
But there is developing evidence the Administration will make 
a play to discourage what it considers undue price and wage rises. 
Already, the Council of Economic Advisers is keeping a sharp 
eye on the steel industry, deliberately committed to staring down 
any significant price rises. 
Now, the Administration is broadening its interest into the 
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whole area of wages and prices. And Labor Secy. Arthur Gold- 
berg has made it plain that wage settlements during the rest of 
the year should be “moderate.” 

On July 10 and 11 the wage-price policy issue will be put 
before the President’s Labor Management Advisory Committee. 
That is the 2l1-member group of labor, business, and public 
representatives who meet monthly with the President. To date, 
co-chairman Goldberg and Commerce Secy. Luther Hodges have 
kept the meeting agenda on a general plane to prevent a 
squabble that might destroy the committee, as labor-management 
committees have bogged down before. 

But this time the issue of a national wage-price policy will be 
presented to the committee, and the members will be asked 
what to do about it. 

Coming as auto bargaining talks get underway, the discussion 
by the President’s group can take on over-riding significance. 
. “ * 

AFL-C10 officials have toned down a statement of dissatisfac- 


. .e “value analysis” 
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Rome Cable Division supplies 
ALUMINUM WIRE AND CABLE 
COPPER WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 
ALUMINUM CONDUIT 
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in buy ' 


Evaluate Alcoa® aluminy 
conduit in terms of the prot. 
you and the different peopi. 

For example, an electricat 
you aluminum offers many + l advan- 
tages over steel conduit. Because | 10OnmMag- 
netic and has high electrical cui: ‘uctivity, 
impedance is substantially lessened. Fault 
current safety devices operate quickly—surely 
—every time. 

Those in plant engineering know that alumi- 
num resists corrosion, requires no protective 
coating in most environments, is safe in food 
processing plants. 

Maintenance people appreciate the way 


‘ical rigid 
solves for 

uw plant. 
‘r will tell 


To confirm your own ‘“‘value anal- 
ysis,” confer with any of our rep- 
resentatives. Or write for our 12- 
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alectrical conduit 


aluminum conduit keeps its good appearance, 
without routine painting. Also, it won't stain 
adjacent surfaces. 

Those responsible for installation find alu- 
minum’s light weight advantageous. For ex- 
ample, a 10-foot length weighs only 34 pounds, 
compared with 98 for steel. Cutting, threading, 
bending—all are easy and quick. 

Finally, consider your interest in all costs— 
initial, installation, and maintenance. Com- 
pare aluminum with steel, and you'll see what 
a good investment Alcoa aluminum conduit 
really is. 

Conforms to ASA C80.5-1960-Rigid Aluminum 
Conduit and Federal Specification WW-C-540a 


ALCOA 


page booklet to Rome Cable Divi- 
sion of Alcoa, Dept. 13-71, Rome, 
New York, ; 


ROME CABLE 
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tion with Kennedy Administra- 
tion’s wage restraint policy. Fed- 
eration economists drafted a 
strong charge against Kennedy’s 
inflation worries, laying part of 
the blame on wage increases. 
But one AFL-CIO faction, favor- 
ing a softer approach to the Ad- 
ministration, won Pres. George 
Meany’s support and the eco- 
nomic policy statement was 
softened. 

Walter Reuther has been bitter 
at the Administration for its posi 
tion on the wage matter. Reuther’s 
specific target has been Walter 
Heller, chairman of the Council 
of Economic Advisers. 

AFL-CIO officials anticipate 
their members on the White 
House Advisory Committee will 
be asked in the July meetings to 
support some sort of general 
statement advocating restraints 
on wages and prices. They an- 
ticipate this session will be the 
critical one, and they say they are 
not ready to buy any kind of 
statement that would limit their 
bargaining leverage. However, 
they want to avoid any kind of a 
bust-up of the committee because 
they see some value in the price 
restraint program. They are ready 
to make a big pitch against the 
steel industry’s price program 
and what they anticipate will be a 
steel price push in October. 

7 * * 


The State Dept. is optimistic 
that it can negotiate an inter- 
national cotton textile marketing 
agreement. This is designed to 
head off imposition of unilateral 
U.S. textile quotas by sharing 
with Europe and Canada the bur- 
den of rising imports of cotton 
goods from the under-developed 
countries. The U.S. is backing a 
formula of international import 
quotas based on a ratio of im- 
ports to consumption. 

Tentatively Washington favors 
setting the import ratio at about 
5% of consumption, roughly the 
current U.S. rate. 

That would mean big import 
increases for France, Germany 
and Italy, little change for the 
U.S. 

Agreement in principle on such 
a system was achieved by Under- 
Secy. of State George W. Ball 
during his recent European tour. 
A conference of experts from the 
U.S., Canada, Britain, France, 
West Germany, Italy, Belgium, 
and Holland has begun work in 
Washington to hammer out the 
details. 

Another conference of export- 
ing countries will be called under 
the auspices of the General 
Agreement on Tariffs and Trade 
(GATT) in Geneva later this 
summer if the importing coun- 
tries can reach agreement. The 
purpose would be to approve the 
import quota system and to seek 
agreement on sharing quotas 
among underdeveloped exporting 
nations. 


State Dept. is considering the 
|Same approach for other types of 
| textiles—woolens, silks, synthe- 
|tics—if it proves successful for 
cotton goods. But officials are 
| against extending the formula be- 
|yond textiles. They see it as at 
\best preferable to unilateral im- 
| ports restrictions, not as a sound 
isubstitute for traditional freer 
trade pc..cies. 

Unilateral U.S. import quotas 
still are likely if the effort to get 
an international marketing agree- 
ment fails. But if it succeeds it is 
unlikely that Congress would 
upset it. 
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Three Electrical Equipment Giants 
Ask Dismissal of $12-Million Suit} Some Purchases in N.Y. 


Philadelphia—General Electric 
Co., Westinghouse Electric Corp., 
and Allis-Chalmers Mfg. Co. 
have asked that a $12-million 
triple damage suit brought 
against them by the Justice Dept. 
and the TVA be thrown out of 
federal court here. The suit, filed 
last March, is the first civil action 
instituted by the government as a 
result of the recent grand jury in- 
vestigation into price fixing in the 
electrical equipment industry. 

Other defendants in the suit 
are Federal Pacific Electric Co. 
and I-T-E Circuit Breaker Co. 
The government contends that 
because of a conspiracy between 
the five firms, the TVA was 
forced to pay about 66% more 


missed, GE, Westinghouse and 


dropped so that the case against| 
the remaining defendants could 
be tightened. The other defend- 
ants are GE, Westinghouse, and 
Allis-Chalmers. 

The utility also filed an amend- 
ment to the suit increasing the 
amount of damages sought from 
$15-million to $25-million. The 
spokesman said the amount of 
damages sought was raised be- 
cause of new findings made since 
the original complaint was filed 
by the utility 


Five-Year Study Shows 
‘Pattern of Tie Bids’ On 


Albany, N. Y.—A five year 
survey of New York state buying 
showed a “pattern of tie bids” 
covering more than $2,793,000 
per year in purchases of tires, 
rock salt, ammonia, chlorine, and 
typewriters, according to State 
Comptroller Arthur Levitt. 

Results of the study, which 
covered state purchases only, 
were forwarded to State Attorney 
General Louis Lefkowitz, who 
said, “it will be assigned to a 
member of my staff for an inquiry 


‘to see if any violation of law has 


occurred.” 

Levitt said hundreds of other 
categories were surveyed, with 
active competitive bidding shown 
in purchases ranging from shovels 
to laundry soap. 

The Buffalo Sewer Authority, 
meanwhile, bought about $100,- 
000 worth of chlorine without 
bids because previous sources 
were charged with price fixing. 


TVA Requiring Bidders 
To Certify No Collusion 


Chattanooga—TVA now is 
requiring all suppliers submit- 
ting bids to the agency to certify 


that their proposals are free of 
collusion. 

Paul I. Fahey, director of 
TVA’s materials division here, 
said the requirement is patterned 
after one devised by the Interior 
Dept. in the wake of the Phil- 
adelphia price fixing trials. 

Fahey said the key passage in 
the certificate which TVA sup- 
pliers must sign reads: 

“By the submission of this bid 
the bidder certifies that the bid 
has been arrived at by the bidder 
independently and has been sub- 
mitted without collusion with any 
other vendor of materials, sup- 
plies or equipment of the type 
described in the invitation for 
bids.” 


an it should have for large cir- = 

a= i equiremen e: 
socket head cap screws with 

2 to 4 times normal fatigue capacity 


Old Solution 


Allis-Chalmers denied that TVA 
sustained any damages because 
of price fixing. They also con- 
tended that the guilty pleas which 
they submitted in a criminal suit 
brought by the government earlier 
this year did not constitute an 
admission that they are liable for 
damages. 

Federal Pacific and I-T-E, 
which pleaded no defense in the 
earlier criminal action, filed sepa- 
rate motions to remove some 
points of the present civil case. 

The same five companies also 
were named as defendants in an- 
other civil suit filed last week by 
the City of Philadelphia and 
United Gas Improvement Corp. 
This suit involves sales of power 
switchgear assemblies to Phila- 
delphia Gas Works, which is| 
owned and managed by Philadel- 
phia and UGI. 

Meanwhile, on the West Coast, 
the Public Utility District No. 1 
of Chelan County, Wash., 
dropped charges against Federal 
Pacific, I-T-E, and McGraw- 
Edison Co. in a damage suit 
which it has filed in Portland, 
Ore. A spokesman for the utility 
said the three companies were 


Eight Oil Firms Planning 


GulfCoast-BaltimoreLine 


New York—Eight major oil 
companies, are planning to build 
a large pipeline that would extend 
from the Gulf Coast to as far 
north as Baltimore and Wash- 
ington. 

The companies are American 
Oil Co., Cities Service Co., Con- 
tinental Oil Co., Gulf Oil Corp., 
Phillips Petroleum Co., Pure Oil 
Co., Sinclair Oil Co., and Texaco, 
Inc. 

The project, which has tenta- 
tively been named Suwannee 
Pipeline Co., will be managed by 
Sinclair Oil in New York, with 
Wendell Tamsey, of Gulf’s trans- 
portation department in Pitts- 
burgh, as president. 

The line would be linked with 
refineries in Houston, Beaumont, 
and Port Arthur, Tex., and would 
serve Baltimore, Washington, and 
the Norfolk, Va., area. The 22- 
inch line would have a capacity | 
of roughly 300,000 bbl. daily. 

Although shipping via tanker | 
is still cheaper than pipeline | 
transport, rising seamen’s wages | 
and improved pipeline tech-| 
nology are closing the gap, oil | 
industry sources pointed out. | 
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New Solution 


UNBRAKO K16 Socket Head Cap Screws 


New Bulletin 2707 gives you more infor- 
mation on new UNBRAKO K16 fasteners, 
including mechanical properties, ma- 
terial, finish, dimensional and application 


data. Copies free on request. 


Some 90% of threaded fastener 
failures are due to fatigue. As a 
result, an increasing number of 
design engineers are demanding 
special high-fatigue fasteners for 
critical industrial applications. At 
the purchasing end, this means 
extra costs, extra paperwork, 
troublesome delays—as you well 
know. 


Aware of this need (through long 
experience in making specials), 
SPS has developed a new high per- 
formance socket head cap screw 
available as a standard item in the 
UNBRAKO line. This is the new 
K16, offering twice the fatigue 
strength of a regular UNBRAKO 
and four times that of an ordinary 
socket head cap screw. 
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New UNBRAKO K Series fasteners 
are presently available as socket 
head cap screws—sizes #8 through 
4 in. diameter in 8740 A.Q. steel. 
Other materials, other configu- 
rations in the K Series will be 
announced shortly. See your au- 
thorized industrial distributor for 
further details. Or write STANDARD 
PRESSED STEEL Co. for ne liter- 
ature. INDUSTRIAL FASTENER 
Division, SPS, JENKINTOWN 48, 
PENNSYLVANIA. 


where reliability replaces probability 


PANEL SESSION of Southeastern Mass. Assn. and American Production 
Inventory Society included (stand., I-r): J. A. McCarthy; W. J. Roemer; 
S. W. P. Chandler; C. F. Miller, Jr. Front: C. R. Hinkley, assn. pres.; 
Prof. R. E. MecGarrah, moderator; 


Leigh Kingsford, APICS pres. 


The Materials Management Concept 


New Bedford, Mass.—Pur- 
chasing agents and production 
control men recently found them- 
selves viewing materials manage- 
ment from different sides of the 
fence. 

The event was a joint meeting 
of the Southeastern Massachu- 
;setts Purchasing Agents Assn. 
|and the American Production In- 
ventory Society. Prof. Robert E. 
McGarrah, of the Graduate 
School of Business Administra- 


| tion, Harvard University, moder- | 


is the wrong material 
boosting the cost of your product? 


The solution to one manufacturer’s prob- 
lem on roller-end components may offer a 
clue to cutting your production costs. 


During machining of this close-tolerance 
surface, frequent “‘tearing”’ (asshown above) 
sent reject rate sky-high. Production was 
also slowed down, and tool life abnormally 
shortened. 


A Ryerson Metalogics specialist analyzed 
the problem and suggested a change in 
material—to Ledloy® 375, world’s fastest 
machining steel. Rejects virtually vanished, 
and with them went the other problems 
that boosted costs. 


PLUS VALUES 


ated a four-man panel that dis- 
cussed “What is the Materials 
Management Concept?” 

Iwo patterns of thinking were 
very much in evidence: 

P.A.’s argued that purchasing 
should control production mate- 
rials from the inception of the 
product until they are issued to 
the using departments. The in- 
clusion of in-process and fin- 
ished goods would bring in ma- 
chines and manpower scheduling 
and should be a separate entity. 


The moral: take a closer look at the mate- 
rial in your products—whether problems 
are apparent or not. A different type of 
material may give you an unexpected cut 


in production costs. 


Your Ryerson representative will gladly 
help you investigate. You’ll get expert ad- 
vice and unbiased recommendations—he 
offers the world’s widest selection of steel, 


aluminum and plastics. 


Is your company taking full advantage 


of this service? 


RYERSON 


JOSEPH T. RYERSON & SON, INC., MEMBER OF THE gg, STEEL FAMILY 
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P.A.'s, Production Control Men Argue It Out 


Production control men, on the 
other hand, held out for an in- 
tegrated department under one 
head, a materials manager, com- 
prising purchasing, raw materials 
inventory control, in process in- 
ventory control, finished goods 
inventory control, warehouse in- 
ventory control, production plan- 
ning, production control, mate- 
rials handling, warehouse, and 
traffic distribution. 

Panel members included: Wil- 
liam J. Roemer, director of pur- 
chases, Acushnet Process Co.; 
James A. McCarthy, purchasing 
| agent, Atlas Tack Corp.; Carroll 
F. Miller, Jr., management engi- 
neer, Acushnet Process; S. W. P. 
Chandler, management consult- 
ant. 


Standards Group to Put 
Emphasis on Purchasing 
At National Conference 


Houston, Tex. — Special at- 
tention will be paid to standard- 
ization in the purchasing field at 
the National Conference on 
Standards, scheduled to be held 
here Oct. 10-12. 

The purchasing session, ar- 
ranged for the conference by the 
National Assn. of Purchasing 
| Agents, will include talks by C. 
|W. Doyle of Convair, on “Use 
(of Value Analysis in Putting 
| Standards to Work;” Boyd C. 
| Jackson, City Public Service 
Board, San Antonio, on “How 
|We Started a Standardization 
| Program in Our Company,” and 
|R. C. Fast, Pan American Pe- 
| troleum Corp., Fort Worth, on 
|“Putting Standards to Work.” 
| Chairman of the purchasing ses- 
| sion will be Roy Stockton, ma- 
| terials manager, Reed Roller Bit 
| Co., Houston. 

Topics to be covered at other 
| sessions of the conference, spon- 
| sored by the American Standards 
| Assn., will include containeriza- 
| tion, safety standards, data 
| processing standards and indus- 
| try growth through standardiza- 
tion. 


_TGT Rebuffed in Request 


To Import Canadian Gas 


Washington — Tennessee Gas 
| Transmission Co. has failed a 
second time to get the approval 
of a Federal Power Commission 
| hearing examiner for its plan to 
|import Canadian gas into New 
England on an off peak, inter- 
ruptible basis. 

Last September, Examiner 
Harry W. Frazee denied Tennes- 
see’s bid to buy up to 204-mil- 
ilion cu. ft. of gas daily from 
| Trans-Canada Pipe Lines, Ltd. 
| The FPC ordered a new hearing 
|to let Tennessee put in new 
|evidence, but Frazee ruled again 
that the pipe line had failed to 
| prove its case. 
| The proposed sales, through an 
|existing connection at Niagara 
| Falls, N.. Y., would occur when 
| Trans-Canada had surplus gas, 
and Tennessee could take it. 
Frazee’s opinion, subject to FPC 
| approval, questioned Tennessee’s 
|need for the gas, and said there 
| was no assurance that a proposed 
price of 37¢ per 1,000 cu. ft. 
would hold beyond 1965. 
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Greater Flexibility’ Urged in U.S. Fiscal Policy 


New York—U 5S. fiscal policies 
must be made much more flexible 
than they are at present if the 
country is to achieve its declared 
goals of “an adequate rate of 
economic growth, sustained high 
levels of production and unem- 
ployment, and reasonable sta- 
bility of prices.” 

That’s the major conclusion of 
a new report entitled “Money and 
Credit: Their Influence on Jobs, 
Prices, and Growth.” The 
282-page study—a _ three-year 
research project by an independ- 
ent group of experts (Commis- 
sion on Money and Credit)—is 
the most ambitious probe of our 
financial and fiscal institutions in 
the past 50 years. 


Tax as an Economic Lever 


Perhaps the most startling 
recommendation made by the 
commission is that the President 
be empowered to make temporary 
adjustments in the first—or low- 
est—bracket rate of the personal 
income tax in order to combat 
business cycles. 

By executive order, the Presi- | 
dent could lower the first-bracket 
tax by as much as 5% to stimu- 
late demand. In times of in-| 
flationary boom the President 
could reverse the process—again 
up to 5%. Each tax adjustment 
would be limited to a period of | 
six months—after which it would | 
lapse unless renewed or changed. | 
Congress could veto any of the 
executive tax changes it wished 
to. 

But, the CMC indicates, this 
countercyclical technique should 
be employed more readily in| 
recessions than in boom periods. | 


Better Spending Procedures 


Complementing this recom- 
mendation—which utilizes the | 
revenue side of government | 
budgeting—the commission sug- | 
gests improving the government | 
spending setup to exert better 
control of business cycles. 

This would involve “more 
adequate planning for postpon- 
able projects” which could be | 
programed over a number of | 
years, including five-year plans,” | 
so as to permit greater executive | 
flexibility in timing.” 

The management of the na- 
tion] debt is another area which, | 
the CMC believes, should be | 
bent to the prime fiscal objec- 
tive of fostering economic growth. 
While debt reduction is desirable, | 


Economist Warns Oilmen 
On Soviet ‘Dumping Plot 


Houston—The Soviet Union 
is on the verge of offering “ship 
charters for oil” as part of its 
move to “glut the international 
fuels economy,” economist Eliot | 
Janeway warned petroleum men | 
at the meeting of the American 
Assn. of Petroleum Landmen| 
here. | 
He said Russian tankers now | 
coming off the way in Japan will 
be offered to various Middle East | 
countries to enable those govern- | 
ments to move into the process- | 
ing and transportation phase of | 
petroleum activity. 

Payment for the tanker chart- | 
ers would be in oil production, | 
he added, “thus giving Russia 
more oil to dump on the world) 


market.” If this succeeds, he said, | 


“it will end the free marketing of 
petroleum on a money basis.” 
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it must be relegated to a second- 
ary consideration, the report says. 

The first goal of the Treasury 
should be to shift the debt as 
much as possible from short-term 
bonds to long-term. Lengthen- 
ing the debt maturity structure 
would reduce the number and 
frequency of refunding operations 
and thus give fiscal authorities 
a firmer control over the flow of 
money. 

But even this shift would have 
to be reversed in recessionary 
periods, when short-term credits 
would be used to stimulate the 


economy, the study pointed out. 
And, to provide even more 
flexibility, the CMC would like 
to see the debt limit abolished 
and interest rate ceilings elimi- 
nated. 

Flexibility is also the key to 
the CMC recommendations jor 
the Federal Reserve Board 
(FRB). For example, the com- 
mission recommends that the 
FRB operate in all types of 
securities in trying to influence 
interest rates, instead of limiting 
itself primarily to short-term 
securities as it’s currently doing. 


Purchasing Man Named 
Head of Marathon Div. 


Erie, Pa.—Marathon Electric 
Co. shifted its purchasing and 
servicing departments here from 
its parent plant in Wausau, Wis. 

As part of the move, Mara- 
thon’s director of purchasing, 
Howard Wakeman, was made 
manager of the new Erie Motor 
Div., now a “self sustaining or- 
ganization,” according to the 
company. Wakeman retains his 
responsibility over purchasing. 

Other personnel changes were 
also made to set up the division 
as a “completely integrated and 
decentralized” operation. 


New Thin Tin Facilities 

Pittsburgh — National Steel 
Corp.’s Weirton Steel Div. will 
install facilities for production of 
lightweight tinplate. 

The facilities, estimated to cost 
between $5-million and $8-mil- 
lion, will increase Weirton Steel’s 
capacity to produce lightweight 
tinplate by some 300%. Plant 
is expected to begin operations 
early in the second half of 1962. 

Increased demand for light- 
weight tinplate in can manufac- 
ture prompted the move, the 
company said. It is priced about 
15% below conventional tinplate, 
and its lightness provides sub- 
stantial freight savings. 


Count different sizes and weights the easy way—with a Veeder-Root High 
Speed Magnetic Counter. Once it was virtually impossible to record things 
both large or tiny, heavy or featherweight with electric counters. Nowa- 
days, Veeder-Root magnetic counters do it at high speed and deliver remote 
readout data for centralized control. Design them into new machines or use 
them on existing equipment. You'll find them compact, reliable, simple to 
install. Need details? Write Electrical Section, Veeder-Root Incorporated, 


Hartford 2, Conn. 


count on...VEEDER-ROOT 


FREE — a new bulletin 
on Series 1591 count- 
ers. Get key facts on 
how these electrically 
actuated counters re- 
port machine output 
from factory to office, 
and how they pay off 
on many other devices. 
Send for Bulletin 842. 
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Management Memos 


Youth Has Its Say 


Fewer than one in four high school students wants (or 
expects) to go in for a business career, according to a na- 
tional survey sponsored by the Opinion Panel of Purdue 
University. A majority of those polled favored such callings 
as doctor, writer, artist, engineer, teacher, and preacher. 

A surprising number of young people today, the survey 
revealed, view business and businessmen with a jaundiced 
eye, and are in favor of strict government regulation of 
prices. However, a majority of the students, it turned out, 
are not quite sure what profits are. Here are some of the 
findings in detail: 


@Some 26% of the students agree that “most 
business concerns are out to make all the money 
they can no matter who gets hurt.” 

@ However, 81% said that business leaders 
should be treated with “very much respect.” 

@ Asked about the power of business, 61% 
claimed it is “about right,” while 23% felt that 
the power of business is “too great.” 

® Concerning federal laws governing business, 
only 10% said they think the laws are too strict. 
Another 42% said the laws are about right, and 
23% felt they are not strict enough. 


Life Among the Bureaucrats 


Will Rogers, commenting on his own brand or humor, 
once said, “I never make jokes. I just watch the government 
and report the facts.” 

If he were alive today, Rogers probably would find that 
politiv.s and government provide just as fertile a source of 
mate rial for his hard-hitting satire as it did in the ’20s, when 
he was at the height of his fame. Consider what a field day 
Rogers would have had with such items as these: 


® Sen. John J. Williams (R-Del.) has been trying 
for over two years to get rid of a government Joan 
agency that hasn’t made a loan for 14 years. The 
agency, Federal Farm Mortgage Corp., was 
founded in depression days to lend a helping hand 
to farmers who needed loans to keep their farms 
going. But it had just about lived out its usefulness 
around the outbreak of World War II, when the 
U.S. was gearing to become the “arsenal” as (well 
as the “granary”) of democracy. Its powers to 


make loans actually expired in 1947—and since 
then, according to Sen. Williams, about the only 
thing it has done is collect annual payments on 
certain notes, which are then transferred to the 
Federal Treasury. 


In spite of this inactivity, however, the agency manages 
to keep rolling along. Since 1950, more than $4-million has 
been appropriated by Congress to cover its administrative 
expenses. 


@ Back in 1948, the U.S. foreign assistance 
program began life as the Economic Cooperation 
Administration (ECA). In the following years, 
other aid programs, such as Technical Cooperation 
Admi.istration (TCA) and Mutual Security Agency 
(MSA) were added—and then the n-me of the 
whole operation was changed to Fo.cign Opera- 
tions Administration (FAO). This name, in turn, 
gave way to the International Cooperation Admin- 
istration, which included the Development Loan 
Fund (DLF). The latter was made an independent 
agency in 1959. 

Now, as part of a move to reshuffle all foreign 
aid responsibilities, the Kennedy Administration is 
proposing still another name change. The new 
agency—after 13 years of adding, subtracting, and 
revising—will be known as Agency for Interna- 
tional Development or AID, which would have 
been the most logical name from the start. Inci- 
dentally, the Development Loan Fund (DFL) will 
be put back into the over-all aid program “for 
reasons of efficiency.” 


The Complete Letter Writer 


Businessmen who want to formalize most of their corres- 
pondence will find just what they are looking for in “The 
Business-Letter Deskbook,” by Gerald W. Weston. The 
author has compiled more than 200 model letters on a wide 
range of subjects—from congratulatory and good will letters 
to sales letters—and added a commentary that tells you how 
to adapt each type to your own special purposes. What’s 
more, the 207-page deskbook (spiral bound) contains a 
selected bibliography of books on letter writing, and a check 
list of do’s and don’ts for the fastidious letter writer. The 
deskbook is available from: Dartnell Press, 4460 Ravens- 
wood Ave., Chicago, Ill. (Price, $7.50.) 
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TECHNIQUE: 
Don't overspecify finishes 


BEFORE ANALYSIS: Metal electrical | AFTER ANALYSIS: Attractive but un- SAVINGS: 
component rack was chromium plated necessary finish was replaced with ano- 


with a .0005 in. thick coating. dized coating covered with a dry film | Coating cost cut 41% 


lubricant. 


Source: Sperry Gyroscope Div., Sperry Rand Corp., Great Neck, N. Y. 
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Purchasing Week Asks 


When should a vendor BO STON. QUALITY 


be held responsible 
for excessive freight charges? 1 4%<,° stock gears 290° 


Question asked by: William Northhovse, Purchasing Agent, 
Nelson Metal Products, Grand Rapids, Mich. 


T. C. Wetzel, director of purchasing, 
Encyclopaedia Britannica, Chicago: 

“Should a vendor fail to follow our 
instructions and ship in a manner that 
results in higher charges, we expect him 
to reimburse us for the overcharges. 
Shipping instructions for all vendors are 
processed through our general traffic 
department, where routing and minimum 
weights to be loaded are specified for 
carload and truck load shipments. Wher- 
ever possible bills of lading showing 
routing, number of pieces, description, 
and weight are furnished.” 


M. O. Hult, purchasing agent, Riverside 
Div., Sivyer Steel Casting Co., Betten- 
dorf, lowa: 

“The vendor is responsible: (1) when 
a shipment is not made as scheduled by | 
him and it has to be shipped, for ex- 
ample, via air freight rather than via 
truck; (2) when the routing of a shipment 
is not followed by him, necessitating a 
two and possibly three-way haul; (3) if 
ample lead time is given and vendor can- 
not ship entire release; (4) if he classifies 
the material being shipped incorrectly, 
thereby entailing a higher freight rate.” 


A. G. Ostrander, district purchasing 
agent, Aluminum Co. of America, Edi- 
son, N. J 

“We must first recognize that the pur- 
chaser has to clearly state and define the 
method of shipment and the f.o0.b. point 
completely to avoid misunderstandings 
and costly transportation charges. If an 
order is clearly and intelligently written, 
then all transportation charges above the 
published transportation rates for the 
method of transportation specified and 
consistent with the f.o.b. point should 
be back-charged to the vendor.” 


R. F. Lind, purchasing agent, Dow 
Chemical Co., Midland, Mich.: 

“Very simply, if the charges result 
from an action by the vendor—then he 
should be responsible. For example, if a 
vendor decides to ship to a customer 
from a plant or terminal more distant 
than the one from which he normally 
ships, and this results in higher freight 
costs, then the vendor should be ex- 
pected to absorb the excess. If, however, 
the customer specifies route and/or 
method of transportation, any excessive 
freight charges are his responsibility.” 


J. E. Parker, purchasing agent, Auto- 
matic Mfg. Div., General Instrument 
Corp. (transformers, etc.), Newark, N. J.: 
“Purchasing agents are constantly 
consummiating sales contracts. When es- 
tablishing terms, a definite course should Largest selection - off the shelf. 
be set as to f.o.b. point and the 4 
vendor’s responsibilities for shipping 1781 types and sizes 14%° P.A.- 48 to 8 pitch. 
charges. The vendor is liable for all ship- 
ping charges where contracts are set with 782 types and sizes 20° P.A. - 120 to 4 pitch. 
an f.o.b. delivered price or a c.ilf. 
price. In the absence of any specific Spur, bevel, miter, worm, helical, spiral miter. 
agreement, the vendor’s established or 


ee ee ee Brass, steel, iron, nonmetallic. See Catalog 57. 


C. B. Marwood, purchasi , Oi T 
City Div. Worthington Corp., ¢ Dil City, IN STOCK at your nearby DISTRIBUTOR 


Pa.: 
“T would say a vendor should be held 


responsible under these conditions: (1) 
if he ships other than the mode 
specified on the purchase order; (2) also, P 
for freight charges for replacement parts 


—when a part is rejected due to the ven- 

dor responsibility; (3) when you get to- . , 
gether and negotiate price per piece © Boston Geer petty 1961 
taking freight into consideration and Quincy (1, Mass. 

then the vendor doesn’t fulfill his de- 

livery promise.” 
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Libyan P.A. Learns American-Style Purchasing 


Passaic, N. J. — Raybestos- 
Manhattan Corp.’s Rubber Div. 
is giving a Libyan P.A. 
chance to learn American purch- 
asing—and community life—first 
hand. 

As purchasing agent for 
Libya’s Ministry of Finance, 
| Tripoli-born Mohamed A. Cara, 
at 30, holds a large share of re- 
sponsibility for his country’s in- 

7 : dustrial development. He’s in 


the | 


|chases, but trains them in their 
| duties, as well. 
For the past six months, 
| though, Mohamed has been on a 
rigorous busman’s holiday in this 
country—one of a group selected 
from 13 countries by the Inter- 
national Cooperation Adminis- 
tration, a branch of the State 
Dept., to study U.S. procure- 
ment systems at first hand. 

ICA sent Cara’s group to 


INTERNATIONAL COOPERATION: Libyan P.A. Mohamed Cara gets 
briefing from Raybestos-Manhattan officials on U.S. buying pro- 
cedures. Cara won nickname of ‘Mo’ at company’s Passaic plant. 


The only one-hand 
strapping tools 
SFC Series 


charge of all the people who pro- 
cure for Libya’s Finance and 
Agriculture ministries, and not 
only rides herd on all their pur- 


Ohio State University during the 
first half of its stay, for intensive 
training in all phases of supply 
management. The Administra- 


Power strap feeders 


Model PSF 


Complete line of 
air power tensioners 
PN Series 


Air and electric power 
portable strapping machines 
AP and AE Series 


First completely automatic 
compression strapping machines 
CSM Series 


strapping machines 
Model M20 


Heavy-duty 
%-inch pistol grip 
air power seaiers 
Model RCNS 


The first air power feed wheel 
tensioner for heavy duty strapping 
FN Series 


Fully automatic 


Air power tensions, seals, 
and severs the strapping 
AMP Series 


Make your product cost less 
to handle, store, ship and receive 


tion then solicited invitations for 
further on-the-job training, for 
Cara and the other purchasing 
students, through NAPA. One 
of Manhattan Rubber’s buyers, 
Joseph A. Mathias—a director 
of Purchasing Agents’ Associa- 
tion of North Jersey—heard 
about the opportunity and re- 
layed the news to A. J. Van 
Benschoten, Manhattan’s direc- 
tor of purchases. Van Ben- 
schoten took to the idea with en- 
thusiasm, and made the final 
arrangements for Cara’s visit 
through ICA. 

Van Benschoten and Mathias 
both wanted Cara’s American 


Binding things together with steel strapping is a 
low cost way to eliminate individual handlings, 
Save space, and prevent damage. These nine 
machines—part of the most complete line of 


First in steel strapping 


equipment in the steel strapping industry—create 
new ways to make your product cost less to han- 
dle, store, ship and receive. For additional in- 
formation on any or all of these tools, write: 


STEEL STRAPPING CO. 


2670 North Western Avenue « Chicago 47, Illinois 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal + Toronto 
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| education to go beyond the mere 
| nuts-and-bolts. His stay at Man- 
|hattan has exposed him to that 
| side, of course, but it has also 
given him a close look at the 
grass-roots side of things. Cara 
feels that living in an American 
business and social community 
has greatly expanded his concept 
of how democracy actually can 
work. 

Mathias, a chief warrant officer 
with the U.S. Army Ready Re- 
serve, arranged to have Cara re- 
|view the troops at one of his 
|weekly meetings. Van Ben- 
|schoten set up extensive con- 
| ferences for him with such agen- 
cies as the Clifton Board of 
| Education, the Clifton city ad- 
| ministration, the public library, 
|Kiwanis Club, and the North 
| Jersey P.A. Assn. 
| Mohamed Cara is both genial 
‘and observant. He points out 


‘that he’s been “impressed” by 
|many things he’s 


seen here, 


ENGROSSED: Cara regards 
NAPA-arranged training as 
‘wonderful opportunity’ to learn. 


| shocked by some. On the plus 
| side, he noted the skill American 
| P.A.’s show in their negotiations, 
the flexibility and fairness of our 
judicial system, and the friendli- 
ness of most Americans he’s met. 
He’s not so keen, however, on 
our wastefulness—with food, for 
one thing—, and is dismayed by 
our juvenile delinquents. 

Cara says most of the buying 
he'll do back home will be “out 
of catalogues,” simply because 
he cannot negotiate from afar 
with European and American 
suppliers. But he does hope to 
implement “blanket contract” 
buying on high-turnover types of 
equipment when he returns. 

After his education in Tripoli 
(he speaks and writes excellent 
English), Cara entered the gov- 
ernment in 1956 as a buyer with 
the Libya-American Joint Serv- 
ices Administration. The LAJSA 
was established by treaty between 
our two countries as an aid to 
Libyan self-sufficiency. Before 
that, he had worked four years 
as a processing clerk at the 
USAF’s Wheelus Air Base in 
Tripoli. One brother is an 
American citizen, and is stationed 
in Germany as a Sergeant First 


| Class in the U.S. Army. 
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This Changing Purchasing Profession 


G. A. Jackson, director of 
materials, Champion Papers, 
Hamilton, Ohio, has been made 
director of a newly created ad 
ministrative services department. 
He will be responsible for pur- 
chasing, traffic, insurance, per- 
sonnel, office services, and mate- 
rials management and planning. 
R. E, Lane has been appointed 
manager of purchasing, replacing 
Robert Kosar, Kosar becomes 
manager of materials manage- 
ment and planning. 


Ralph E. Hammer has taken 
the post of purchasing agent with 


G. A. Jackson R. E. Hammer 


Hahn, Inc., Evansville, Ind. He 
succeeds Herman C. Schuessler, 
now chief cost accountant for the 
firm. Hammer has been a steel 
buyer at Whirlpool Corp., Evans- 
ville. 


| Emil E, Pagel succeeds the late 
|Earl R. Cobden as director of 
| purchases, Hughes Tool Co., 
|Houston. Pagel had been assist- 
‘ant purchasing agent. Gerald F. 
|Bevill, buyer, has been moved up 


E. E. Pagel . F. Bevill 


to assistant director of purchases. 


Thomas R. Laidlaw joined In- 
land Steel Products Co., Milwau- 
kee, as purchasing agent. He had 
been assistant purchasing agent at 
A. George Schulz Co., Milwaukee. 


T. R. Laidlaw W. H. Spratling 


William H. Spratling has been 
advanced from assistant director 


PROBLEM: How to improve the most widely used milk carton 
in America. 


SOLUTION: International Paper produces a remarkable new 


plastic-coated Pure-Pak, milk container. 


HE FAMILIAR Pure-Pak carton is the 
most widely used milk carton in 
America. 

This carton is tough and durable. 
Dairymen also like it because it is stored 
flat, takes up much less storage space. 
And housewives appreciate its unique 
pitcher-pour spout. Supermarket mana- 
gers like the Pure-Pak carton because 
housewives do. 

Now International Paper has helped 
improve this Pure-Pak milk carton by 


@Ex-Cell-O Corporation 


coating paper board with plastic. This 
gives the carton a sturdy feel and glis- 
tening appearance, increasing its sales 
appeal. 

International Paper has had ten years’ 
experience in coating paper with plastic. 
And the last three years have been 
spent in testing this revolutionary car- 
ton in dairies. 

Millions of plastic Pure-Pak cartons 
made by International Paper are now 
being used in day-to-day dairy opera- 


tions. Proof of their success is the 
increased demand that dairies have re- 
ported when they use these new con- 
tainers. 

The plastic-coated Pure-Pak container 
is another example of International 
Paper’s packaging versatility. Interna- 
tional Paper can provide you with the 
widest range of papers, paperboards 
and packaging assistance in the indus- 
try. If you are interested in improved 
packaging, call on us. 


INTERNATIONAL PA?ER 


Manufacturers of papers for magazines, books, newspapers + papers for home and office use + converting papers » papers and paperboards for packaging « labels 


cartons « milk containers + shipping containers « 
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multiwall bags + 


NEW YORK 17, N.Y. 


grocery and specialty bags and sacks « pulps for industry 
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+ lumber, plywood and other building materials 


of purchases to director of pur- 
chases, United States Rubber Co. 
He succeeds Stanley W. Mac- 
Kenzie, who retired after 41 years 
with the firm. 


Samuel W. Hutchinson, Sr., 
was advanced from director of 
purchasing to vice president and 
director of purchasing, Belmas 
Co., Houston. 


R. O. Landrith succeeds G. O. 
Ash, who retired as purchasing 
department manager, Sinclair 
Pipe Line Co., Independence, 
Kan. Landrith had been assistant 
manager. 


P. F. Georgino has been pro- 
moted to purchasing agent by 
Speer Carbon Co., St. Marys, Pa. 
Georgino, former assistant pur- 
chasing agent, succeeds J. O. 
Bennett, who retired. 


Fred J. MacDougall, assistant 
to the director of purchases, 
Allis-Chalmers Mfg. Co., Mil- 
waukee, has been named director 
of purchases. He replaces K. R. 
Geist, now general manager of a 
newly formed special products 
department. 


Robert W. Young was named 
purchasing agent, Chambersburg 
Engineering Co., Chambersburg, 
Pa. He succeeds W. Hastie 
Derbyshire, who retired. 


+ fe 
R. W. Young H. F. Keith 
Henry F. Keith has been 
elected a vice president of Texas 
Gas Transmission Corp., Owens- 
boro, Ky. He is in charge of the 
firm’s purchasing, stores, and 
aviation departments. 


Raymond E. Neumann, a 
senior buyer in the Midland Div., 
Dow Chemical Co., has been 
transferred to the corporate pur- 
chasing department as manager 
of containers-paper. 


Lorne J. Campbell was pro- 
moted to western division pur- 
chasing agent, Libby, McNeill 
& Libby, San Francisco. He suc- 
ceeds R. L. Worthington, who 
retired after 38 years’ service 
with the firm. 


T. Bernard Jones, purchasing 
director for R. T. French Co., 


Rochester, N. Y., has been ap- 


pointed a vice president of the 
company. 


W. W. George succeeds Henry 
Wahrmund, who retired, as di- 
retor of purchasing at Pearl 
Brewing Co., San Antonio, Tex. 
George previously served as as- 
sistant diretor of purchasing. 


Denis B. Kemball-Cook, vice 
president in charge of explora- 
tion and production, Shell Oil 
Co., New York City, has been 
named executive vice president 
to direct and coordinate market- 
ing, manufacturing, purchasing- 
stores, and transportation and 
supplies. He also will act as dep- 
uty to the president. 


William McCloskey has been 
named purchasing agent, C. H. 
Dexter & Sons, Inc., Windsor 
Locks, Conn. 
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Look for the leader! 


New “Poly” Typewriter Tape from Smith-Corona 


A bright silver leader at both ends of the tape is just one of the 
extras you get with every roll of the new ‘‘Poly’”’ Typewriter Tape 
from Smith-Corona Marchant. Check these other advantages that 
are yours only with Smith-Corona ‘‘Poly’”’ Tape: 

. Guaranteed full 1000 feet 

. Static-free performance 

. Precision-slit, not chopped 

. Does not telescope 

. Plastic plug 

. Complete carbon transfer 

. Unequaled quality with duplicating processes 


Prove Smith-Corona’s superiority right in your own office. Mail 
this coupon for a free roll of new ‘‘Poly’’ Typewriter Tape. Do it 
today! This offer will be good for a limited time only. 


roll of Smith-Corona 
“Poly” Typewriter Tape 


Offer good for limited time only. Act now! 


| 

| 

| 

| 

| 

| 

410 Park Avenue, New York 22, N. Y. | 
Please send me my free roll of 5/16” “Poly” | 
Typewriter Tape. | 
| 

| 

| 

| 

| 

| 


Name 


Title 


Company 


Address. 


| 
| 
| 
| 
| 
| 
| 
| Supply Products, Smith-Corona Marchant 
| 
| 
| 
| 
| 
| 
| 
| 
| 


fs/c/ SMITH-CORGNA MARCHANT 
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TO THE VALUE-MINDED PURCHASING MAN... 


how As if buying equipment in these 


competitive days wasn't enough, 

today’s purchasing men must view 

their decisions through many eyes 

Ma»hy ...Management, engineering, pro- 
duction, sales, service...and reflect 

6 e the desires of each of these groups. 
V1Ilewp oint a The purchasing man can bea spe- 
cialist in many things, but it takes 


too much time to be an expert in 
everything. 


That's why efficiency-conscious 
purchasing men are turning to 
CHAIN Belt for specialized service 
in power drive and conveyor chains. 
OU CHAIN Belt supplies not only Rex 
Vv quality products but unequaled serv- 
ice to its customers. Data on chain 
wear life and fatigue strengths that 
re fle Ct ¢> enable exact selection to fit require- 
e ments...the designing of special 
chains to answer unusual conditions 
... special help on delivery needs... 
are part of this specialized service. 
Why not take advantage of it! 
Call your Rex Distributor, your 
CHAIN Belt Man or write CHAIN 
Belt Company, 4702 W. Greenfield 
Ave., Milwaukee 1, Wis. In Canada: 


Rex Chainbelt (Canada) Ltd., 
Toronto and Montreal. 


A CALL TO CHAIN BELT 


ADDS A MAN TO YOUR STAFF 


BUT NOT TO YOUR PAYROLL 


CHAIN BELT COMPANY 
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A Pw INDICATOR, ORDER ‘SALES RATIO 

This measure shows how incoming business compares with shipments. 
A ratio over “T” indicates increasing becklogs; under “)” indicotes foll- 
wng backlogs. The higher the rote the better the business outlook. 
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Industry News in Brief 


Suntide to Expand 


Corpus Christi, Tex.—Suntide 
Refining Co., a wholly owned 
subsidiary of Sunray Mid-Con- 
tinent Oil Co., will build a Para- 
xyene petrochemical unit at its 
plant here. Paraxylene is used 
in the manufacture of polyester 
fibers and fabrics. 


Ryerson Builds 


Seattle—Joseph T. Ryerson & 
Son, Inc., has built a 13,000 


sq. ft. addition to its steel and 
aluminum service center here 
rhe new facilities will be used to 
warehouse sheet steel in atmos- 
pherically controlled conditions 
and for assembly of wire into 
tendons for prestressed concrete 
applications. The expansion also 
will premit Ryerson to carry 
larger aluminum stocks. 


UCC to Boost Output 


Institute, W. Va. — Union 
Carbide Chemicals Co. will add 


F. H. Ross & Company controls assure 
24-hour service on 500 chemicals 


: | 
i} 
+) 


A rush order goes out over the Teletype to one of the 
F. H. Ross & Company warehouses. The stock is ready 


and waiting to roll. 


Chemical purchasers in the southeast can pick up the 
phone at any time and call on a two million dollar 
inventory of assorted chemical items. This vast stock 
is part of the service offered by F. H. Ross & Company 


through their network of 1© warehouse branches. 


To keep a stock of this size rotating properly, the com- 
pany maintains a comprehensive control system. The 
Charlotte, North Carolina office is linked to the ware- 
houses and the New York sales office by a Teletype and 
TWX system. Perpetual inventory controls keep fresh 
products on tap around the clock for the company’s 
Chemical, Laundry and National Sales divisions. A fleet 
of trailers, truck transports and trucks stands ready to 
handle normally scheduled or emergency deliveries. 


F. H. Ross & Company is engaged in a continuous 
study of marketing trends in products, packaging and 
prices. It is ome more facet of the ‘‘Growth through 5 Ea ot tde 
Such a 


service’’ motto of this modern distributor. 


Ross and F. H. Ross, Jr. 


oy 


progressive attitude is typical of the many outstanding 
distributors handling Mathieson chemicals. We will be 
pleased to tell you about a distributor in your area. 
Phone or write: OLIN MATHIESON, Baltimore 3, Md. 


lin 


CHEMICALS DIVISION 


The Charlotte, N.C. office . . 


A marketing plans meeting with B. J. Lindgren, J. M. 


. with 17,000 sq. ft. of 


office space, 48,000 sq. ft. of warehouse space, and 
storage facilities for 126,000 gallons of chemicals. 


MATHIESON CHEMICALS—Ammonia * Sodium Bicarbonate * Carbon Dioxide * Caustic Soda * Chlorine * Formaldehyde * Hydrazine and Derivatives 
* Hypochlorite Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Products 


Sodium Methylate * Sulfur (Processed) * Sulfuric Acid * Urea 
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a unit to its plant here for the 
production of phthalic anhydride 
The new unit will employ the 
fluid-bed process and will have 
a capacity of 50-million lb. per 
year, the company said. Opera- 
tion of the unit will begin in 
1962. 


Lionel Doubles Capacity 


New York—Lionel Corp. said 
it will more than double its elec- 
tronics operations through its 
recent acquisition of Hathaway 
Instruments, Inc., Denver 
Among Hathaway’s products are: 
electronic measuring and testing 
instruments, hydraulic and pneu- 
matic equipment, speed drive 
motors, and electronic heat-treat- 
ing equipment. 


Distributor Signed 


New Orleans—Westinghouse 
Electric Corp’s. Sturtevant Div. 
has appointed Forney Fuller & 
Associates here as its sales repre- 
sentative in Louisiana, Missis- 
sippi, Texas, southern Arkansas 
and western Tennessee. Forney 
Fuller will handle Sturtevant’s 
heavy-duty and mechanical-draft 
fans. 


Allied Buys Plant 


Pottsville, Pa.—Allied Chemi- 
cal Co. has purchased a plant 
here to produce its new protec- 
tive films, Aclar and Capran, for 
packaging and electronic appli- 
cations. Work to convert the two 
modern buildings located on the 
plant site will begin in July, with 
production scheduled before the 
end of the year. 

The company said Aclar will 
be priced from $6 to $10, and 
Capran from $2.30 to $3.00, de- 
pending on gage, width and other 
factors. 


Chemtron Changes Name 


Phillipsburg, N. J.—Chemtron 
Corp. said it will change its name 
to Pearsall Chemical Corp. on 
June 1. The company will inten- . 
sify its advertising and technical 
sales program under the new 
name, which it said will be less 
likely to be confused with other 
names in the chemical field. 


Armco Completes Transfer 


Dallas — Armco Steel Corp.’s 
National Supply Div. has com- 
pleted the transfer of managerial 
employees from Pittsburgh, Pa.. 
to its newly established oilfield 
sales headquarters here. The 
Dallas office will direct all sales 
operations in the U.S. and 
Canada. 


Pall Merges 


Glen Cove, N. Y.—Pall Corp. 
has merged with Trinity Equip- 
ment Corp., Cortland, N. Y., a 
manufacturer of dry air and gas 
systems, thermowells and _ ther- 
mocouples. Pail’s line of products 
already includes porous metal 
filters for airborne and industrial 
use, water treatment equipment, 
glass fiber insulation and pressure 
indicators. 


July 3, 1961 


In the World of Sales 


Don B. Cartwright has been 
appointed assistant sales man- 
ager, Walmil Co., Div. of 
Duraloy Co., Scottdale, Pa. 


Harry G. Brustlin has been 
promoted to general sales man- 
ager, Abrasive Div., Joseph C. 
Danec has taken the post of head 
of the metal bond unit, Re- 
search and Development Dept., 
and Kenneth L. Bates succeeds 
him as supervisor of sales, abra- 
sive products for the masonry 
and concrete trades, Norton Co., 
Worcester, Mass. 


Byron H. Brown has been 
named assistant istrict sales 
manager for Republic Steel 
Corp. in St. Louis where he will 
have charge of the firm’s Kansas 
City branch office. J. D. Broad- 
hurst succeeds him as assistant 
district sales manager in Cin- 
cinnati. 

William R. Tickle has ad- 
vanced to Idaho division sales 
manager, Consolidated Freight- 
ways, Boise, Oregon. 


Verne O. Clements has been 
assigned the post of assistant to 
the vice president, southwestern 
apparatus sales region, responsi- 
ble for apparatus sales to cus- 
tomers in the petroleum and 
chemical industry in the South- 
west, and S, R. Hill has moved up 
to central regional sales manager, 
Air Conditioning Div., West- 
inghouse Electric Co., Pittsburgh. 


Barney Crowe was elevated to 
southwestern regional sales man- 
ager, national account sales, 
General Tire & Rubber Co., 
Akron, Ohio. 


Richard DeLorenzis, Earle E. 
Ewing, Jr., George J. Schutz, 
and Charles J. Jechort, Jr. have 
been given the posts of district 
sales managers, Jannett Div., 
National Pneumatic Co., Inc., 
Boston. 


Bernard C. Houston has joined 
Power Sources, Inc., Burlington, 
Mass., as New England district 
sales manager. He was formerly 
with National Research Corp., 
Newton Highlands, Mass. 


Olney P. Ross has been pro- 
moted to head of the Conveyor 
Belt Sales Dept., and Joseph E. 
McKnett has been advanced to 
head of the Wire Cloth Dept., 
Cambridge Wire Cloth Co., 
Cambridge, Md. 


Thomas W. Carmody was ap- 
pointed sales manager, Union 
Carbide Olefins Co., New York 
City. 

Francis J. Hurst has been | 
elevated to assistant sales man- | 
ager, carbide and distributor | 
products, Pratt & Whitney, West | 
Hartford, Conn. 


Samuel B. Barley has suc-| 
ceeded B. Frank Albanese who 
retired as sales manager, Esso 
Standard Div., Humble Oil & Re- 
fining Co., New York City. 


Jesse G. Moore was made) 
general sales manager, Semicon- | 
ductor Div., Sperry Rand Corp.., | 
Norwalk, Conn. 


C. D. Burns has been assigned | 
the post of southern sales man- 
ager, Adhesive Products Corp., | 
New York. He will operate out | 
of the firm’s new Decatur, Ga., | 
office. He was formerly with) 
Arabol Adhesives and St. Regis | 
Paper Co., New York. | 
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Walter L. Erley has been pro- 
moted to midwestern regional 
sales manager, Rogers Corp., 
Rogers, Conn. 


Victor E. Pierson has been ap- 
pointed technical sales manager, 
Anchor Adhesives Corp., Flush- 
ing, N. Y. He was formerly with 
U. S. Rubber Co., Adhesives Div., 
Ft. Wayne, Ind. 


Duane R. Branaka has been 
assigned the post of district sales 
manager, Americal Sealants Co., 
Hartford, Conn. 


Robert E. Johnson has joined 
Shallcross Mfg. Co. Selma, N. C., 
as vice president and sales man- 
ager. He was with Fischer & Por- 
ter and Curtiss Wright, Princeton, 
Ns ka 

F. V. Criswell was made sales 
manager, Lerco Div., Microdot, 
Inc., South Pasadena, Calif. He 
was with Viking Industries, Inc., 
Canoga Park, Calif. 

Frederick G. Danning has been 
given the new post of director of 
export sales, Pyramid Instrument 
Corp., Lynbrook, N. J. 

Robert W. DeMott, Jr., has 
been elevated to eastern regional 
sales manager Chain Belt Co., 
Milwaukee. 


A 
BETTER 
PUMP 


FLOWING FOAM: Continuous slab of urethane foam rolls off pro- 
duction line at new Nopco Chemical plant in Chattanooga. Here, worker 
checks progress of traveling saw which cuts foam slab into long buns. 


You’re sure of getting the right pump—at the right price for any job 
when you pick one from our “shelf”—the biggest in the industry! Fairbanks-Morse 


provides you with the widest range of pumps for industry. 


Fairbanks-Morse field engineers can provide you with the most pump and 
price possibilities for any installation. And—besides biggest selection, 
you get the best pump your money can buy .. . because every one built 
is backed by years of experience in pump manufacturing! Whatever 


your needs — F-M has the pump to do the job. 


RE SEO 
TURBINE POT PUMPS 


Take less floor space than 
any other type. Turbines 
mounted in own suction 
tanks. Provide higher pres- 
sures to 3000 psi . . . 30,000 
gpm, for all types of liquids. 
Easily converted for future 
capacities or pressures. Only 
one of a series of F-M close- 
coupled vertical turbine 
pumps. 
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SPLIT CASE PUMPS 


Our newly designed series 
with replaceable wearing 
rings for longer pump life. 
Features mechanical shaft 
seals. Designed for circulat- 
ing and booster duty in build- 
ing or industrial applications. 
Available in horizontal or ver- 
tical designs, single or double 
suction. 


ADAPT-ABLE 
CENTRIFUGALS 


New NEMA-MATCHED frame 
and simple adapters provide 
you with many pumps in one! 
Simplifies inventories. Instal- 
lations, adaptations, or main- 
tenance is swift and easy. 
Available in horizontal, ver- 
tical, and Biltogether designs 
with non-clog, semi-open or 
enclosed impellers. 


fi 
Se, 
% 


DEEP WELL 
TURBINE PUMPS 


New design! Increased effi- 
ciencies up to 35% for smaller 
power requirements. Provides 
greater capacities—to 30,000 
gpm. 
1500 ft. In sizes 4” through 
48”.With semi-open or closed 
impeltier. 


. . higher pressures, to 
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DEEP WELL SUBMERSIBLES—BILTOGETHERS—SUMP PUMPS—NON-CLOG PUMPS—SUBMERSIBLE 
SEWAGE PUMPS—PROPELLER PUMPS—EJECTOR PUMPS—AND MANY OTHERS 


All Fairbanks-Morse Pumps are built to provide continuous 
operation with lower maintenance costs. For further infor- 
mation on any type—any model, write: Pump & Hydraulic 


Division; Fairbanks,Morse & Co., Kansas City, Kansas 
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FAIRBANKS MORSE 


A MAJOR INDUSTRIAL COMPONENT OF 


FAIRBANKS WHITNEY 


TOM BIGBEE SAYS: 
‘*‘maintenance costs affect 
everybody in the company!’”’ 


Excessive maintenance costs cut into 
profits and that concerns everybody. 
But something can be done about it. 
Towels that absorb better cut down 
the number needed each time. Correct 
size and fold for your requirements, 
with efficient dispensers, save money. 
Properly designed twin-roll tissue dis- 
pensers cut maintenance time. A choice 
of single- or two-ply rolls provides the 
complete answer to all needs. Call your 
Marathon paper merchant. He’ll be 
glad to tell you the story on economical 
washroom maintenance. 


— \ 
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A Division of American Can Company 
MENASHA, WISCONSIN 


Single-, multi- or C-fold towels, bleached or unbleached. 
Service Roll or Dorsette Facial Grade Tissue. Dispensers. 


Meetings You May Want to Attend 


First Listing 
NAPA, District 6—Purchasing Conference, 
Pittsburgh Hilton Hotel, Sept. 15-16. 


National Institute of Governmental Pur- 
chasing (NIPG) 16th Annual Conference 
and Product Exhibit, Hotel Commodore, New 
York City, Oct. 8-11. 


American Standards Association 12th 
National Conference on Standards, Houston, 
Tex., Oct. 10-12. 


NAPA, District 4—Purchasing Conference, 
Pick Fort Shelby Hotel, Detroit, Oct. 12-13. 


Dayton Association—5th Annual Procure- 


ment Conference, University of Dayton, Oct. 
13-14. 


Purchasing Agents Association of Georgia 
Industrial Products Show, Atlanta Biltmore 
Hotel, Oct. 15-17. 


Toledo Association—Annual Serv-A-Show, 
Civic Auditorium, Toledo, Nov. 1-3. 


19th Annual Aerospace Electrical Society 
Display, Pan Pacific Auditorium, Los Angeles, 
Nov. 15-17. 


Previously Listed 
JULY 


Western Plant Maintenance & Engineering 
Show—Pan Pacific Auditorium, Los Angeles, 
Calif., July 18-20. 


Purchasing Agents Association of Fiorida 
9th Annual Purchasing Institute, Tides 
Hotel, Redington Beach, Fla., July 19-22. 


Chicago International Trade Fair—Mc- 
Cormick Place, Chicago, July 25-Aug. 10. 


Institute of Surplus Dealers—16th Trade 
Show, N. Y. Trade Show Building, July 30. 


Aug. 2. 
AUGUST 


Eastern Hardwares Show—N. Y. Coliseum, 
Aug. 7-10. 


Maine Products Show State 


Armory, Aug. 23-25. 


SEPTEMBER 


Industrial Distribution Conference—Statler 
Hilton Hotel, Cleveland, Sept. 11-12. 


Augusta 


MR. ROYTYPE CAN PRODUCE A WHOLE 
WIDE WORLD OF DUPLICATING SUPPLIES 


Depend on it. You can find vour selection in Roytype’s complete 
collection of office duplicating supplies. [] Mimeograph, hectograph, 
offset— whatever your duplicating process, whatever the kind and 
quantity of copies you want, Roytype has exactly the right products 
for your machines. [| And, don’t forget Roytype quality. Roytype 
research continues to develop and improve ribbons, carbons, stencils, 
inks, papers and all the other necessary supplies for excellent dupli- 
cating work. {| Your Roytype Representative can help you select 
just what you need. He has a whole wide world of duplicating 
supplies at his, and your command. Ask him to help you with your 
other office supply requirements, too. Why don’t you call him today 
at your nearest Royal McBee Office? 


ROYTYPE 


PRODUCT OF ROYAL McBEE CORPORATION, WORLD’S LARGEST MANUFACTURER OF TYPEWRITERS 


A complete line of business supplies... expert help... 
and dependable service, too. © 1961 Royal McBee 


BIGGEST NEWS 
in wire rope in years! 


Macwhyte's new 7-FLEX is 
sure to change your think- 
ing about wire rope! 


‘There's absolutely no other wire 
rope like 7-FLEX! It’s an all- 
purpose rope, as flexible as 8-strand 
— as rugged as 6x 19 — as fatigue- 
resistant as 6 x 37. 


7-FLEX has 1624% more wearing 
surface than 6-strand rope. There is 
less unit pressure between rope and 
sheaves, so less rope and sheave 
wear. There is more sheave contact, 
less rope-creep. Result: longer rope 
life, less downtime, lower operating 
costs! 

You owe it to your company to 
learn more about 7-FLEX. Ask any 
Macwhyte distributor. Free bulletin 
60100-R on request. 
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Other Macwhyte products 
that serve you profitably 


TT Corrosion-Resisting Wire Rope 
he — Many sizes and construc- 

tions in Stainless Steel, Monel 

"| Metal and plastic or nylon 

coated. Meet the requirements 

imposed by alkaline and acid 

conditions and marine atmos- 

pheres, temperatures, and hu- 

midity. Send for Bulletin 49-30. 


| Slings — Safe, easy-to-handle 
| Macwhyte slings for every lift- 
ing need are available in 
round-braided, flat-braided, or 
Safe-Guard styles. Many stand- 
ard designs. Also custom-made 
_} to your requirements. Send for 
_ | Bulletins 5308-R and 5886. 


Wire Rope Assemblies — Safe- 
‘ Lock wire rope assemblies are 
_ | precision made to your order 
1 inthe size, length, and ane 
"} needed. Uniform high quality 
_j with fittings permanently 
| swaged to the rope. Many 
>| standard designs. Send for 
Catalog 6101. 


MACWHYTE 
Wire Rope COMPANY 


- x 2900 FOURTEENTH AVENUE, KENOSHA, WIS, 
Wire Rope Manufacturing Specialists Since 1896 243 
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Jersey Pooling Cars for Lease to State Agencies 


Trenton—tThe state of New 
Jersey putting the finishing 
touches on a plan that will put 
it in the car leasing business and 
is expected to save about $207 
per vehicle annually. Under the 
system, the Div. of Purchase and 
Property will rent cars to state 
agencies for $2 a day, plus 2¢ 
for each mile they are driven. 

Agencies covered by the plan 
no longer will have autos as- 
signed to them on a permanent 
basis. Instead, they will lease 
cars as required from a central 
motor pool run by Purchase and 
Property. If an agency so desires, 
it will be able to have a car 
permanently assigned to it for 
$40/month, plus 2¢/mile. 

Of the state’s fleet of 2,021 
cars, 927 will be included in the| 
central pool. Charles F. Sullivan, | 
director of the Purchase and 
Property Div., estimates that it 
now costs the state about 5.58¢/ 
mi. to operate these cars. With 
the new plan, the state hopes to 
reduce this figure to 4.32¢/mi.| 
On the basis of past mileage ex-| 
perience, projected savings would 
be $207 per car annually. 

Principal advantages of the 
centralized system, as  out- 
lined for PURCHASING WEEK by 
Herman Crystal, Deputy Director 
of Purchase and Property, and 
Fred G. Poinsett, chief of motor 
transport coordination for the di- 
vision, include: 

© Duplication eliminated. 
Agencies no longer will have to 
maintain separate garages, re- 
pair accounts, and car control 
systems. 

® Lower fuel costs. Vehicles 
will get gas and oil at the central 
pool. This will permit the state 
to make greater use of its bulk 
buying power at a savings of 7¢-| 
9¢/gal. on gas and about $1/gal. | 
on oil. 

@Fewer cars needed. Since) 
agencies will be charged when} 
they request cars from the central | 
pool, it is expected they will make | 
maximum use out of them. This| 
means the state may be able to 
get by with fewer cars. 

@ Maintenance economies. In-| 
stead of having every agency} 
handle its own car maintenance. | 
small repairs will be consolidated 
at the motor pool, while large 
repairs will be contracted out on 
a low-bid basis. In addition, pre- 
ventive maintenance should be| 
improved through centralized | 
control. This would enable the| 
state to get better resale prices| 
and also might result in lower} 
insurance costs. 

As now proposed, the plan 
would cover cars operated by all 
New Jersey agencies except the 
state police, the Highway Dept., 
the National Guard and various 
institutions outside the Trenton 
area. 

Of the 927 cars, it is expected | 
that 574 will be permanently as-| 
signed to agencies outside the 
Trenton area, 144 to agencies in| 
and around Trenton, and that 
209 will be in the active pool.’ 
Initially, cars assigned outside the | 
Trenton area will have to be} 
brought back to the central motor | 
pool in Trenton for periodic 
check-ups. Purchase and Prop- 
erty, however, plans eventually 
to set up a mobile service unit 
which will tour the state to do 
preventive maintenance work and | 
smail repairs on these cars. The | 
division also plans to make ar- 
rangements with the Highway 
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The centralized control plan 
will apply only to passenger cars 
at first, but, according to Deputy 
Director Crystal, it may be ex- 
tended to cover some trucks— 
particularly light panel models— 
at a later date. 

Crystal also pointed out that 
the new system should 
money for the state vy cutting 
down on the amounts spent to re- 
imburse employees for using their 
own vehicles. At the present time, 


cars 
can 


12 
Save 


the state pays out about $700,- 
000 a year at a rate of 7¢/mi. for 
personal car use. On the average, 
the private cars are driven 11,000 
miles each year and their drivers 
receive payments of $770 each, 
Crystal said. Under the new sys- 
tem, however, an agency will be 
able to lease a car on a full-time 
basis from the central pool, drive 
it 11,000 miles, and have to pay 
only $700 (11,000 miles @ 7¢ 
mi. plus 12 months @ $40/mo). 
With its income from leasing, 
the Purchase and Property Div. 
also plans to set up a deprecia- 


tion fund of $300 per year on 
cars under its control, 
Crystal. Provided the cars are 
given good maintenance, the 
money accumulated in this fund 
at the end of two years should 
enable the division to trade them 
in on new ones without having 
to ask for new appropriations, 
said Crystal. 

In line with this plan, Crystal 
said the central garage also will 
set up a program for tuning up 
all state cars that are about to be 
traded in. The state already has 
been doing this on a small scale 
and has found that on the average 
cars given this treatment sell for 
about $100 more than they other- 
wise would, Crystal said. 


said 


New York Central Speeds 
Midwest-to-East Freight 


New York—The New York 
Central announced faster sched- 
ules which, it said, cut a full 24 
hours from delivery time 
freight from St. Louis and Cl 
cago to Boston and other 
England points. 

Midwest shippers now 
offered second morning deliveries 
at New Haven and Hartford, 
Conn., Springfield, Mass. Im- 
proved connections at Worcester 
and Framingham, Mass., “will 
save a full day” in deliveries to 
other points in Massachusetts 
and Rhode Island, the line said. 


are 


HOLO-KROME THERMO-FORGED* SOCKET SCREWS HELP INCREASE PROFITS 
BY REDUCING INSPECTION REJECT AND IN-WARRANTY SERVICE COSTS 


Join other profit-conscious industrial leaders in tak- 
ing a long, hard look at the profit-eating costs of 
inspection rejects and in-warranty service. You'll 
see why they’re turning to quality—in materials 
and components—to reduce costs and increase profit. 
Holo-Krome’s exclusive THERMO-FORGED process 
produces socket screws of unmatched uniformity 
and quality . . . virtually free from flaws and hidden 
imperfections. Next time you order socket screws, 
think of final cost first. A few extra pennies spent 
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*Trade Mark of The Holo-Krome Screw Corporation 
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on quality will save many hundreds of profit dollars 
by reducing the high cost of inferior fasteners. 


Like full details on how Holo-Krome quality can 
help increase your profit? See your authorized Holo- 
Krome distributor, or write for more information. 


HOLO-KROME 


Thermo-Forged* 


SOCKET 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 


THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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BILLY E. BARNES 


Focuses a Purchasing Spotlight 
On Industrial Expansion in the South 


tlanta, which has a little of almost everything under the in- 
dustrial sun, is notably short in electronics. 
relatively small firm—so far the only one in Georgia 


electronics industry’s fast-paced rate of national growth finally 
may be catching up to this area. 

Atlanta’s original electronics firm, Scientific-Atlanta, Inc., 
(30,000 sq. ft. of plant and laboratory, making antenna and 
microwave test instrumentation—$2-million gross last year) re- 
cently swapped stock to acquire Jasik Laboratories, of Westbury, 
N. Y. Jasik does advanced antenna and microwave research. 

And this summer, Atlanta’s second electronics firm will begin 
operations. Radiation Technology, Inc., headed by J. T. Braken, 
a former official of Lockheed Aircraft Corp.’s Georgia Nuclear 
Laboratories will make radiation measuring devices for industrial 
process-control, civil defense, medical work, and the like. 

Other significant industrial expansions in the South include 
Glidden Co. (home office in Cleveland), which has entered the 
building-products industry by acquiring the McPhran Corp., of 
Marietta (20 miles northwest of Atlanta), makers of fiberglass 
panels for industrial and residential construction. McPhran has 
been making 6-million sq. ft. of panels annually. Glidden will 


It has one 
but the 


These Gates Hoses are in use on this Atlas project: 


f 


expand the plant immediately. 

Glidden says its purchase of 
the fiberglass-panel manufactur- 
ing firm is a “logical extension” 
of the development work Glidden 
has been doing in polyester res- 
ins, a principal raw material in 
the manufacture of fiberglass 
products. 

Charlotte, N. C., business and 
population leader of the Caro- 
linas, has lured two chemicals 
producers into the fold. Inter- 
chemical Corp. will build a $1.5- 
million, 53,500 sq. ft. plant to 
make industrial finishes, textile 
colors, and printing inks. And 
DuPont plans a $250,000 dyeing 
and finishing laboratory to begin 
operations this fall. 

eo o * 

Georgia’s Gov. Ernest Van- 
diver, speaking in Atlanta at the 
recent Governor’s Conference on 
‘Trade and Commerce, unex- 
|pectedly announced a $16-mil- 
lion expansion program for the 
state’s inland and deep-water 
ports. 
| The new program will give 
Georgia a needed boost in its 
race to keep up with heavy port- 
facilities construction in North 
Carolina (Morehead City and 
Wilmington), South Carolina 
(Charleston), Florida (especially 
Jacksonville), and Alabama (ef- 
forts concentrated at Mobile). 

When the Georgia Ports Au- 
thority first started its develop- 
ment work in 1952, the annual 
tonnage handled at Georgia ports 
|was 77,802. Last year’s volume 
jwas 1,135,965 tons—an increase 
of almost 1,500% in eight years. 
But in spite of this remarkable 


| progress, Georgia ports are still 


behind nearby Charleston in ton- 
nage. 
The 


new, $16-million pro- 


‘{gram will bring Georgia’s total 


| ports 
|$21-million, as compared with 
\South Carolina’s 
|North Carolina’s 
‘and Alabama’s $25-million. 


investment to well over 


$24-million, 
$13-million, 


Where will Georgia’s $16-mil- 


lion go? 


@ Savannah: Tonnage at Savan- 


‘nah increased 25% during 1960. 


Three new berths are already 
under construction at Savannah; 
the new appropriation will build 


"\three additional berths and two 


relies on Gates Hose 


In building a group of 12 emplacements 
for the Atlas ICBM near Salina, Kansas, 
Gates Hose was chosen by the prime 
contractor for use throughout the con- 
struction. Thousands of feet of Gates 
Hose for air, suction and discharge, water 
and steam are giving outstanding service 
in constant use under severe working 
conditions. 

This project is under the supervision 
of the U.S. Army Corps of Engineers. 
The contractors are Utah-Manhattan- 
Sundt, a joint venture headquartered in 
San Francisco. 


Gates makes a hose for every construc- 
tion application—every type of hose in 


a full range of sizes. All are dependable, 
top-quality products of Gates continu- 
ing program of Specialized Research. 


You get fast delivery from local stocks. 
The hundreds of Gates Distributors, 
located in all parts of the country and 
throughout the world, have large siecks 
of hose on hand, backed by Gates Stock- 
ing Service Centers in every major in- 
dustrial area. 

This means that you always get quick 
delivery of Gates Hose from a local 
source. 

Call your nearby Gates Distributor 
when you need hose of any kin? for any 
purpose. 


The Gates Rubber Company, Denver, Colorado 


Gates Construction Hose 
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large transit sheds, plus equip- 
ment including two gantry cranes. 

@ Brunswick: One additional 
berth, doubling present facilities. 

©@ Augusta: (inland port): A 
200-ft. barge berth (services two 
barges at a time) and one, 20,000 
sq. ft. transit shed are now under 
construction for completion this 
summer. The governor’s port-ex- 
pansion plan will double these 
| facilities. 

®@ Columbus (inland port): The 
new program will build a 200-ft. 
barge berth and a 20,000 sq. ft. 
transit shed. 

@ Bainbridge (inland port): 
Plans are in the works for a “con- 
siderable expansion” of the pres- 
ent 400-ft. dock. 

* . @ 

Atlanta-based Delta Air Lines 
has pulled another pair of goodies 
from its shipper’s grab bag. Both 
are designed for the shipper who 
/wants to ship faster than surface 
travel, but wants to shave a little 
| off the price of regular air freight. 

One of the new attractions is 
.a Shippers Consolidation Plan, a 
‘combination of air freight and 
| sary post. This saves cost of 
|local delivery, yet gives shippers 
| the time savings of intercity air 
| service. 
| A typical shipment, say from 
(Continued on page 21) 
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House Appropriations Group Takes 


New Crack at Defense Procurement 


Washington—Another critical | 
crack at the way the 
Dept. does its buying has been 
made by the House Appropria- 
tions Committee. In approving a} 
$42.7-billion Pentagon appropri- 
ation for the new year (including 
$15.1-billion for procurement), 
the committee made a 2% 
across-the-board cut in all pro- 
curement funds to spur the mili- 
tary into more economic and 
efficient purchasing procedures. 

Last year, the committee voted 
a 3% flat reduction as a stimulus 
for cutting costs in procurement. 
Said the committee: “Although 
some improvements have been 
made (in contracting procedures 
and other supply management 
functions), similar action is again 
necessary.” 

The Pentagon was rapped once | 
more for “lack of competitive | 
procurement” in military buying. | 
It called on the military to speed | 
up the availability of technical | 
drawings and specifications from | 
original contractors as a means} 
of making competitive bidding 
possible on second buys. 

The committee said that on| 
large prime contracts, “action 
should be taken to insure that 
competition is obtained at the 
subcontracting levels.” It said 
that such competition must be 
“realistic,” and “where practi- 
cable based on formal advertising 
and not merely farmed out to 
captive organizations.” 


Atlanta 
Perspective 


(Continued from page 20) 
Los Angeles to Atlanta, would 
be shipped Monday, for Thurs- 
day morning (or Friday latest) 
delivery under the Shippers Con- 
solidation Plan. Straight parcel 
post would take 10 days. And 
Delta claims the cost of Shippers 
Consolidation is “considerably 
less than parcel post” for com- 
panies that ship 200 lb. (or more) 
of small packages into the same 
area at the same time. 

Another Delta offering is the 
Economy Freight Service Plan, 
which cuts regular air-freight| 
rates up to 40%. 

Traffic accepted on Monday is| 
delivered “at our convenience,” 
which would be Thursday or Fri- 
day morning. For example: At- 
lanta to N. Y. shipments cost 
$8.40 per hundred lb. on reg- 
ular air freight, for next morning 
delivery. The same shipments| 
cost $5.25 per hundred at the! 
economy rate, and are dclivered | 
the third morning after shipment. | 

The Shippers Consolidation 
Plan is available on all Delta 
routes. But the Economy Freight 
Plan is available only on selected, 
heavy-traffic routes. For instance, 
the economy service is available 
on Atlanta-N. Y. runs, but not on 
N. Y.-Atlanta flights. 

Delta’s reason for setting up 
the economy service (besides 
meeting competition from surface 
carriers) is to get some of the 
freight load off night flights and 
onto daytime departures. At pres- 
ent, so many shipments are made | 
for overnight delivery, it’s feast 
at night and famine by day. With 
the “at our convenience” service, 
Delta can move the economy 
freight at times of lowest freight 
flow. 


July 3, 1961 


To improve military buying 


Defense | procedures, the committee pro- 


posed that (1) tours of duty of 
military procurement personnel 
be “stabilized at reasonable 
lengths”; (2) more authority be 
granted civilian personnel han- 
dling military procurement mat- 
ters; and (3) more admirals, gen- 
erals, and top-level civilian brass 
in the military departments take 
on more direct responsibility—as 
contrasted to review responsibil- 
ity—for contract negotiations. 


CARGO DETECTIVE: Freight in- 
quiries can be answered in less 
than a minute by Rio Grande 
Railroad's new ‘Shipper Facts’’ 
system utilizing microwave net- 
work, facsimile and teletype 
communications, and Burroughs 
220 EDP unit shown here. In 
addition to locating shipments 
quickly, the system maintains a 
carload inventory of principal 
terminals and computes per ciem 
car payments to other lines. A. B. 
Dick, Motorola, and Western 
Union also helped set up the 
$1.5-million system. 


SEE HOW MANY MODERN 
THINGS THESE STEELS CAN 
DO FOR YOUR APPLIANCES 


When you choose steel for your kitchen appliance line, yours 
is a product that’s all things to all customers—whether 
they’re quality-minded, budget-minded or beauty-minded. 
In fact, about the only thing that can equal steel’s sales 
appeal is its advantage, economically, to you. Case in point: 
the modern steels of Weirton Steel Company. 


TAKE WEIRKOTE®, FOR INSTANCE—and dispense 
with the extra costs of anti-corrosion coating operations. 
Weirkote galvanized steel offers you heavy-duty corrosion 
resistance, economical flake-free, peel-free fabrication and 
an advantageously low expansion-contraction rate. The 
latter gives Weirkote a vital edge over lighter metals— 
namely, an edge that stays put at the seams, despite the 
temperature changes that occur in stoves, freezers, refrigera- 


WEIRTON STEEL 


Weirton, West Virginia 


tors, washers and dryers. (Weirkote is also available from 
National Steel’s Midwest Steel division.) 


OR TAKE WEIRZIN®—an electrolytically zinc-coated 
steel with excellent corrosion resistance and, when chem- 
ically treated, superb paintability. These advantages, plus 
Weirzin’s economical, flawless fabrication, make it an ideal 
choice for strong, durable, good looking kitchen cabinets. 


OR WEIRTON COLD-ROLLED STEEL—to give you a 
fine, smooth finish and unexcelled ability to withstand the 
severe forming operations necessary for intricate designs. 


OR PRE-PAINTED OR VINYL-COATED WEIRTON 
STEELS—Factory pre-painting of Weirkote and Weirzin 
or cold-rolled steel offers you built-in economy, controlled 
quality and any shade you might want. Vinyl coating, done 
by National Steel’s Enamelstrip Division of Allentown, 
Pennsylvania, can ve ordered in almost any texture and 
color. Any Weirton Steel goes through all production steps 
flawlessly and economically. 


TAKE MODERN STEEL—particularly in any of the 


forms rosntioned above. For full details, write Weirton 
Steel Uumpany, Weirton, West Virginia. 


A division of NATIONAL STEEL CORPORATION 
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CHECKING THE SUPPLY: President Albert Ehlers (r) and P.A. William 
Keogler inspect one of the many grades of Colombian coffee that 
must be kept on hand at all times to assure quality blending. 


How Ehlers Saved More Than $15,00 


WHAT EHLERS DID 


Step | — Bought in Advance — In early January Ehlers bought 5,000 bags 


weighing 154 Ibs. each of a quality Co- 
lombian coffee at 45¢/lb.—to be deliv- 
ered to Ehler’s warehouse in New York 
City on specified dates over the January- 
March period. The company contracted 
ahead to (1) assure an adequate supply 
during a period of relative scarcity, and 
(2) gain a saving of 2¢/tb. from spot price 
of 4512¢/lb. (There’s usually a discount 
from spot prices in such advance buying 
contracts.) 


Step Il — Sold a “future” — In early February Ehlers became con- 


cerned that Colombian exchange fluctua- 
tions might bring the U.S. price down, 
thereby causing an inventory loss for some 
3,000 bags of coffee as yet unused under 
the original contract. To protect against 
this possibility the company sold “futures” 
contracts (contracted to sell 3,000 bags 
for March delivery at the prevailing fu- 
tures price of 4412¢/Ib). 


Step Ill — Liquidated the contract — Ehlers’ fears proved correct. By the 


end of March the price of Colombian coffee 
slipped 2%2¢/lb. Futures followed suit, 
and “March options” dropped to 42¢/Ib. 
The company cancelled its future trans- 
action by buying back March contracts at 
42¢/\b. This means a profit of 22¢/lb. 
because Ehlers bought back at 42¢/Ib. 
what it had sold for 441/2¢/lb. 


SHARP P.A. USES FUTURES MARKET TO 


rading in the futures market is part of the every day business of Ehlers—one 

‘Te the nation’s top coffee roasters. The company has found out through 
years of experience that such transactions—rather than a gamble—are actually 
giving the firm the price insurance needed to produce a quality product in today’s 
competitive markets. 

According to Albert Ehlers, president of the company, the futures market— 
depending upon the particular circumstances—can be used for many purposes: 

@ Maintenance of quality. 

®@ Avoidance of inventory loss. 

@ Taking advantage of forward buying discounts. 

®@ Quick protection when a price rise is expected. 

How the first three of these work to Ehlers’ advantage are described in the 
example given in the box above. 


Many Firms Use ‘Futures’ 


Actually Ehlers is just one out of thousands of forward-looking firms that 
regularly avail themselves of the futures market for inventory and price pro- 
tection. Right now there are approximately 44 accredited futures markets or 
exchanges in 35 different cities here in the United States—each dealing in a 
different commodity or commodity field. 

More important, not all these exchanges are limited to the food area. Thus 
one big one in New York (Commodity Exchange Incorporated) deals in such 
key industrial items as copper, hides, lead, rubber, and zinc. 

The dollars-and-cents savings stemming from use of futures market can be 
pretty hefty—sometimes even spelling the difference between profit and Joss. 
This is especially true in times of 1apidly gyrating prices. A good example of 
how the problem of sharply zigzagging prices can be licked is cited by Ehlers. 
It occurred in 1954 when the bottom dropped out of the coffee market and 
prices of green coffee beans tumbled from 90¢/lb to 35¢/Ib. 

“We had to carry substantial inventories during that period,” says Ehlers, 
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“just to keep our operations running smoothly. If we had not had a futures 
market at our disposal, the company would have lost upwards of a half-million 
dollars in one month of that year alone.” 

Such savings are, of course, only realized during periods of sharp price changes. 
During times of relative price stability, savings are generally much smaller. 

Right now, according to Ehlers, international price floors and quotas have 
made for very small price fluctuations. The price floors, of course, keep prices 
from falling. And the huge oversupply (the reason for quotas) acts as an effective 
price ceiling. 

Under these conditions the company has not found it necess*ry to resort to 
hedging to the extent it did during the huge 1954 swings. Albert Ehlers estimates 
that the firm currently uses the future market (or, as he calls it, “taking a posi- 
tion”) only about once or twice a month, and then only for protection against 
fluctuations in raw material costs. 

The firm never speculates or, as Ehlers puts it, “tries to make a profit by 
guessing which way the coffee market will go. 

“It’s not our business. We make our profit from the roasting of coffee—not 
from fluctuations in the price of green coffee beans. And the futures market 
is Only used to insure that fluctuations in green beans don’t interfere with our 
normal business operations.” 

But despite the infrequent recourse to the futures market the company main- 
tains constant contact with its commodity broker. Says Ehlers, “There’s not 
a day that goes by but that price and supply developments are thoroughly 
talked over between ourselves and the commodity dealer.” 


P.A. Keeps Up on Prices 


This is where Ehlers’ purchasing agent comes in. The major function of 
William H. Keogler, chief buyer at Ehlers, is to keep abreast of everyday fluc- 
tuations in price of green coffee beans. He is the man who maintains close 
liaison with the commodity broker. 


July 3, 1961 


100 on a Single ‘Futures’ Transaction 


HOW EHLERS PROFITED 
| — By avoiding an inventory loss — The gain from the hedge (selling 
and buying back of “futures”) offset an actual inventory loss of 2/2¢/Ib. 
on 3,000 bags of coffee. Actual dollar savings came to $11,550 (3,000 bags 
x 154 Ibs. x 2%2¢/lb.= $11,550). 


ll — By receiving a discount for advance buying —The futures con- 
tract allowed the company to risk buying well ahead (three months) and 
thus avail itself of a /2¢/lb. discount. The actual doliar amount of discount 
gain from advance buying came to $3,850 (5,000 bags x 154 pounds x 
Yo¢/|b. discount). 


lll — By insuring quality — Says company President Albert Ehlers: “An 
adequate supply of Colombian grades is a must for our premium coffee. 
With the help of ‘futures’ transactions we can afford to keep on hand an 
ample supply of many grades that are sometimes scarce — thereby in- 


suring maintenance of top quality.” 


There’s another aspect to quality, too. The firm prefers to buy from its 
own overseas suppliers (rather than on the domestic spot market) because 
it gives the company better control of quality. But it takes time (five weeks 
on the average) to get the coffee here, and a lot can happen to price in that 


time. That's where hedging comes in. 


ANALYZING THE TREND: Charts such as above are used by Ehlers 
and its commodity brokers to keep track of basic prices and to decide 
when it may be advantageous to hedge on the “futures” market. 


HEDGE AGAINST FLUCTUATIONS IN PRICE 


In a sense he’s a very specialized kind of P.A. He must be thoroughly 
acquainted with the intricate workings of what in the past has been one of 
the most volatile commodity markets in the world. 

Keogler certainly qualifies as such an expert. Immediate past president of 
the New York Coffee Roasters Association, Keogler has been in the coffee 
business for the past 27 years. 


Committee Formulates Policy 


Assuming Keogler feels that a price change may be in the offing, what 
does he do? The first step is to call a meeting of Ehlers’ executive committee, 
for one of this group’s key functions is to formulate near-term buying policy. 

On the committee are: Albert Ehlers, Jr., president; Edwin A. Ehlers, Sr., 
executive vice president, Edwin Thoet, secretary and treasurer; and Keogler 
who is also a vice president of the firm. 

Together, this group of experts evaluates market trends in light of the com- 
pany inventory position. All sources of information are pieced together, 
including official crop estimates, past trends, “feel of the market,” trade knowl- 
edge, and political trends. (Politics plays an important role in coffee since 
both price and supply are usually controlled by producing governments.) 

Then after a few more checks with their commodity brokers, the Ehlers 
group makes a decision on whether to “take a position” or not. 

Assuming the decision is to go ahead, Keogler is then charged with the 
actual execution of the “futures” transaction. If, for example, inventories were 
high and a price decline was expected, he would sell futures as in the example 
above. 

But there are times he might want to buy futures, too. For example, there 
might be a killing frost in Brazil. Since Ehlers buys 75% of its coffee from its 
own overseas sources (rather than on the spot market) it takes time to com- 
plete a transaction. 

So what Ehlers might do is to “get a position early’—in other words, im- 
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mediately buy futures. Thus, if the spot price went up from 45¢/lb. to 60¢/Ib. 
by the time Ehlers actually got around to signing with its overseas sources, 
the company would be compensated by a profit in the futures transaction. 

(For example, the company would have bought futures at 45¢/lb. and sold 
them back at 60¢/lb. Result: a 15¢/lb. profit on the futures transaction.) 

This is the usual procedure when a sharp price rise seems imminent. Of 
course, once having bought the future contract at 45¢/lb., the company could 
accept delivery at that low price rather than take its profit by liquidating the 
contract. 

But Ehlers seldom does this. Reason: The grade shipped under a future 
contract can vary. It may not be the exact grade Ehlers needs. Or the quality 
may be inferior. So Ehlers always prefers to get its actual supplies from 
its Own sources. 

In all of these transactions—whether it be buying or selling of futures—the 
company emphasizes that “hedging” is never really fool-proof, that a certain 
amount of risk is always invetved. 


No Place for Novice 

“Hedging in the futures mzarkei is no place for the uninitiated”, P.A. Keogler 
told PURCHASING WEEK. “You can lose plenty of money if you’re not an 
expert—even when you're specifically trying to avoid speculation. 

“If the futures market moves in the opposite direction of the spot market, you 
stand to lose two ways. For example, you expect prices to drop, so you 
sell futures. The spot price does eventually drop, but because of speculative 
market manipulations, the prices of futures rise. Then, you’ve both lost on 
inventory and on the futures transaction. 

“While this rarely happens (it’s called being ‘whipsawed’) it emphasizes the 
extreme delicacy and understanding called for in hedging operations.” 

Keogler concludes, “Using the futures market is like a leaky umbrella. You 
might get wet, but it’s a lot better than having no umbrella at all.” 
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New Officers Taking Over in NAPA Chapter 


New York—Election reports; Williams, Jr., Peerless Electric 
on local purchasing groups’ new | Supply Co., local director. 


officers are still coming in. Here’s 
another roundup on the latest re- 
turns: 


Saginaw Valley 


Metropolitan Purchasers 
Club 


Townsend, Amarillo Hardware 
Co., Ist vice president; Ladell 
Pugh, Shamrock Oil & Gas Co., 
2nd vice president; Wayne 
Adams, J. M. Huber Corp., sec- 
retary; Jack Ward, Nunn Electric 
Supply Co., treasurer. New direc- 
tors: (two years) E. L. Donelson, 
Pioneer Natural Gas Co.; N. L. 
Abraham, General Office Supply 
Co 


secretary-treasurer; Leonard E. 
Benedict, Amity Leather Prod- 
ucts, internal affairs; James E. V. 
Borchert, A. O. Smith Corp., edu- 
cational advancement; Arthur E. 
Belter, Hotpoint Co. division of 
General Electric Co., association 
programs. 


- President, Hannah L. McLean, 
_ President, George Hoyle, Dow| Hanson - Van Winkle - Munning 
Corning; Fred Petres, Aetna Corp.; James E. DeMouth, Vana- 
Portland Cement, Ist vice presi-| dium Corp., vice president; Nicho- 
dent; Charles Abbs, Reichle Sup-|jas Scardino, G. W. Millar & 
ply, 2nd vice president; Ronald| Co. secretary: Edward F. Masia. Four vice presidents were also 
Barlow, Raymond Products, | Carrier Corp., treasurer; Frank President, Curtis Barrett, pur- elected with responsibility in the 
treasurer; Paul Philbrick, Dow) | Graham, L. O. Koven & Bro., chasing agent, Pioneer Natural following areas: Lawrence R. Jar- 


Corning, assistant treasurer; John) [nc.. board chairman. Gas Co., West Texas Div.; Fred| vey, Oshkosh Motor Transport, 
Roby, Defoe Shipbuilding Co., 


secretary; Walter Gibbs, Michi- 
gan Chemical Corp., assistant 
secretary; Harold Beemer, Citi- 
zens National Bank, national di- 
rector. 


' — ' Milwaukee 
L. E. Davis H. L. Mclean 
President, Frank Messar, pur- 


chasing agent, Globe-Union, Inc. 
Texas Panhandle al 


Frank Messar John Arnold 


Dallas 


President, D. Ray Langford, 
assistant purchasing agent, South- 
ern Div., Sun Oil Co.; C. M. 
Newsom, Southern Union Gas 
Co., Ist vice president; Robert D. 
Crane, Dresser Industries, Inc., 
2nd vice president; Harold Stock- 
ton, Dallas Power & Light Co., 
national director. 


E 
| 


Connecticut 


President, Maxwell D. Coe, di- 
rector of purchases, Stanley 
Works; James E. Steele, United 
Illuminating Co., Ist vice presi- 
dent; James E. Gibbons, R. T. 
Vanderbilt Co., 2nd vice presi- 
dent; Erza J. Kihlgren, Emhart 
Mfg. Co., national director; Fred 
A. Harvey, secretary-treasurer; 
Francis G. Greaves, Marlin- 
Rockwell Corp., director. 


DOO UGHEV 
Gates Super HC V-Belt Drives 


Gates Super HC Drives are compact, money-saving 


and weight-saving—the first and most advanced 
high capacity drives. 


Because of exclusive design features, Gates Super 
HC V-Belts handle up to 3 times the power of con- 


ventional V-belts in the same space—or they can 


often handle the required horsepower in about half 


the space. Fewer belts are needed and sheaves can 


be smaller and lighter weight. 


K. N. Paterson 


As a result, initial drive cost is less. Bearing loads 

Erie are reduced, increasing bearing life. Guards and 

; : machine housings can be smaller, shafts shorter. 
President, Kenneth N. Pater- 

son, purchasing director, Alumi- 


Machines can be more compact, increasing aisle 
num Forgings Plant, Kaiser Alu- 


nimum & Chemical Corp.; Earl 
Thompson, Hays Mfg. Co., vice 
president; Joseph Novotny, Lake 
Erie Pipe & Supply Co., secre- 
tary; Clem Krill, Bliley Electric 
Co.; treasurer, William Thayer, 
Autoclave Engineers, senior di- 
rector; Joseph Becker, Erie Brew- 
ing Co., national director. Di- 


space. The drive can operate at belt speeds up to 
6000 ft./min. without dynamic balancing. This per- 
mits use of lower cost, higher speed motors and 
possible elimination of jackshafts. 


Manufacturers, everywhere, have standardized upon 
Gates Super HC Drives. They are your best assur- 


ance that your power transmission units will remain 
rectors: Thomas Bowers, Erie 


Industrial Supply Co.; Robert 
Rafferty, Copes-Vulcan Div., 
Blaw-Knox Co.; John Jeffrey, 
Erie Industrial Electric Supply 
Co.; Roger Sturtevant, Hammer- 
mill Paper Co. 


up-to-date for many years to come. 


Indianapolis 


President, Lester E. Davis, 
Pitman-Moore Co.; James B. 
Millis, Jones & Laughlin Steel 
Warehouse Div., Ist vice presi- 
dent; Paul E. Williams, F. H. 
Langsenkamp Co., 2nd vice presi- 
dent; E. A. Hoppensteadt, West- 
ern Electric Co., treasurer; Law- 
rence J. Davis, St. Vincent’s 
Hospital, secretary; A. B. Rudy, | 
RCA Victor Record Div., na-| 
tional director; Stanley C. Boyle, 
Reilly Tar & Chemical Corp., 
alternate national director; Seeley 


CONVENTIONAL DRIVES 
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1. Local technical and design service. 
Gates fieldmen are located in all sections 
of the country. The man near you has 
had long, intensive training and experi- 
ence in drive design. Be sure to call him 
in to give expert design aid. He will also 
be glad to give you comprehensive pro- 
duct and design catalogs and complete 
technical information on the Super 
HC Drive or any other Gates Industrial 
Product. 


NEW OFFICERS OF 
ASSN.: 
Dole Corp., pres.; Alex D. Valen- 
tine, C. Brewer & Co., natl. dir.; 
Theodore C. B. Farm, Pacific Con- 


Springfield 


President, John Arnold, Patton 
Mfg. Co.; Ted Mauk, Rockwell 
Retister Co., vice president; Keith 
Hutchens, Omco Products Corp.; 


HAWAII 
Dimond, 


(l-r) Hugh S. 


Co., treasurer. 


crete & Rock Co., iid., dir.; Fred 


B. Menezes, 
Lid., secy.; J. A. Black, Federal 
Aviation 
Dalen, Castle & Cooke, Inc., vice 
pres.; Det S. Ho, Honolulu Paper 
Co., dir.; Harry J. Roes, Univer- 
sity of Hawaii, treas. 


é 


Lewers & Cooke, North Alabama 
President, J. B. Elliott, Red- 
stone Arsenal; Basil Horsfield, 
Jr., Reynolds Metals Co., 1st vice 
president; Farrell G. Tucker, 
Chemstrand Corp., 2nd vice pres- 


Agency, dir; C. A. 


= 


ident; James T. Govery, Thiokol 
Chemical Corp., secretary; Wil- 
liam E. Johnson, Ford Motor Co., 
treasurer; Alton Belcher, Rohm 


VOUES 


When you buy Gates Super HC Drives, 
you receive a great many added values for your 
purchasing dollar—important values beyond 
product quality and long service life. 


2. Local availability everywhere— 
fast delivery. Gates distributors, located 
in all parts of the country and throughout 
the world, have large stocks of V-belts 
and sheaves on hand, backed by Gates 
Stocking Service Centers in every major 
industrial area. This means that you al- 
ways get quick delivery, day or night, of 
Gates Super HC V-Belts and Sheaves, 
or other Gates Products, from a reliable 
local source. 


Ask your nearby Gates Distributor for complete 


3. Gates continuing program of 
Specialized Research. More than two 
million hours of belt testing are run an- 
nually in the world’s largest belt-testing 
laboratory at Gates. This is a vital part 
of the basic research behind the develop- 
ment of the Super HC V-Belt. It is this 
continuing research that gives you as- 
surance that the Gates Drives you pur- 
chase lead the V-belt industry in design 
—the most advanced drives you can buy. 


information about the great total value that you receive when you buy 


Gates Super HC High Capacity V-Belt Drives. Call him today. 


a 


Building the future on 50 years of progress 


uper HE V-Belt Drives 


The Gates Rubber Company, Denver, Colorado ers 
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William Metz, Springfield Mfg. | 


& Haas Co., national director; 
John C. Fisher, Chemstrand 
Corp., director at large. Directors: 
Leo C. Wright, Redstone Arsenal; 
Allen H. Carroll, Reynolds Met- 
als Co.; Charles E. Bradford, 
Wolverene Tube Co. 


Northwestern Pennsylvania 

President, D. E. Benson, pur- 
chasing agent, Blackstone Corp.; 
O. R. Hagan, Stackpole Carbon 
Co., Ist vice president; O. E. 
O’Connor, Quaker State Refining 
Co., 2nd vice president; D. C. 
Morehouse, Dawson Metal Co., 
secretary; R. M. Geitner, Speer 
Resistor Div., treasurer; Glenn 
| Warner, Raymond Mfg. Co., na- 
tional director; D. E. Benson, 
Blackstone Corp., alternate na- 
tional director. Directors: (two 
years) M. L. Hadbavny, Clark 
Bros. Co.; R. E. Steber, Struthers 
Wells Corp.; (one year) R. B. 
Carlson, Automatic Voting Ma- 
chine; E. E. Bonsper, Clark 
Bros. Co. 


Dashew Acquires Maker 
Of Sensory Devices For 
Data Processing Systems 


Los Angeles—Dashew Busi- 
ness Machines, Inc., has acquired 
Automated Sensory Devices, 
manufacturer of punched card, 
paper tape, and edge punch 
readers, and other similar elec- 
tronic devices for commercial 
data processing systems. 

Dashew has changed the com- 
pany’s name to Electronic Data- 
coupler, Inc., and will operate 
it as a wholly owned subsidiary. 

J. H. Humphrey, Dashew’s 
executive vice president, said the 
newly acquired company will sell 
many of its products directly to 
other manufacturers of general 
purpose and process control com- 
puters and accounting machines, 
as well as to manufacturers of 
control systems for automating 
machine tolls. Other customers 
will be manufacturers of systems 
controlling instrumentation for 
missiles and weapons. 


Hewlett-Packard Plans 


New Facility in Colorado 


Palo Alto, Calif.—Hewlett- 
Packard Co., manufacturer of 
electronic measuring instruments, 
said it will build a new plant in 
Loveland, Colo., which will even- 
tually provide over 400,000 sq. ft. 
of engineering and manufacturing 
space. 

The new plant will consist of 
three buildings, the first of which 
will be completed early in 1962 
at a cost of about $1.5-million. 

Hewlett-Packard, which now 
produces over 400 different types 
of precision instruments at its 
Palo Alto and West Germany 
plants, now has an interim plant 
at Loveland. The plant currently 
produces about a dozen different 
instrument models including volt- 
meters, oscillators, and power 
supplies. 


PMD to Build New Plant 


San Jose, Calif.—A new plant 
for producing extrusion dies for 
the West Coast extrusion industry 
will be built here by the PMD 
Extrusion Die Co. of Warren, 
|Mich. The plant will supplement 
existing extrusion die manufac- 
turing facilities at Warren, and 
iat Florence, Ala. 
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The Law and You 


hen a dispute arises between a buyer residing in one state and a vendor 

headquartered in another, reaching a solution is frequently difficult, especially 
when the laws governing the dispute differ in each of the states involved. Does 
the law of the seller’s state govern? The buyers state? The state where the legal 
action, if any, is brought? 

Governing such situations are procedures known as the rule of “conflict of 
laws.” Extremely complicated, they have given judges, lawyers, and litigants 
many gray hairs. Here is what happened in a recent case: 

A New Jersey company bought some centrifuge equipment from a Delaware 
firm. A breach of warranty suit developed out of the transaction, and a federal 
district court had to decide whether the law of New Jersey or Delaware applied 
to the sales contract. 

Because the federal court was located in the state of New York, the court 
first decided to follow the conflict of law principles of New York State. New 
York courts adhere to the “center of gravity” theory, which provides that the 
laws of a state having the most significant contacts with a transaction should 
govern it. 

Thus, the federal court decided that New Jersey laws should govern the 
disputed transaction. The purchase order for the equipment was sent from New 
Jersey; the purchased equipment was shipped to the buyer in New Jersey and was 
used there. 

Conclusion: If you want to make certain that your sales contract is governed 


McLean-Hayes 
LTL service is 


RELIABLE 


You can count on McLean-Hayes to get your less-than-truck- 
load shipments delivered on time and in good condition. Reli- 
able people, using reliable equipment, can contribute much to 
your transportation “peace of mind.” McLean-Hayes offers 
this dependability, plus— 

1. Broad LTL Market Coverage 

2. Complete LTL Facilities 

3. Proven LTL Experience 

1. Personalized LTL Attention 


Call your reliable McLean or Hayes terminal to handle your 
next LTL or truckload shipment. We think you’ll like the 
treatment you and your freight receive! 


=——— McLean 
eooeee Hayes Division 


e McLean Terminal and 
General Offices 


@ McLean Terminal 

© McLean Sales Office Only 

a Joint McLean-Hayes 
Division Terminal 

WE Hayes Division Terminal 


Write for FREE Handy Wall Chart of Points Served Direct! 


FOR FAST LTL SERVICE 


"We pull tor lnduatuy" 


SERVING MAJOR MARKETS EAST OF THE MISSISSIPPI » GENERAL OFFICES, BOX 213, WINSTON-SALEM, N.C. 


HAYES 
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by the law of a particular state, so provide 
in the contract. Parties to a transaction 
are free to contract to be bound by the 
law of any state 


The House Judiciary Subcommittee 
has undertaken a special study of state 
taxation of interstate commerce. This 
project developed out of Congressional 
concern about state taxation of interstate 
commerce following last year’s Supreme 
Court decision in the Scripto case. In 
that case, you will recall, the court held 
that an out-of-state business could be re- 
quired to collect and pay a use tax on 
sales made within the taxing state, even 
though the out-of-state business main- 
tained no facilities in the taxing state and 
dealt entirely through jobbers. 

In dealing with another recent case 
in this area of the law, the court refused 
to review an Arizona decision which held 
that the State of Arizona was barred by 
the commerce clause of the federal con- 
stitution from levying a 2% “transaction 
tax” on sales to Arizona buyers by an 
out-of-state manufacturer. 

The company, which makes cotton 
gins and prefabricated buildings for sale 
throughout the U.S., has its principal 
place of business in Dallas Tex., with a 
branch in Fresno, Calif. Its only Arizona 
sales representative lived in Phoenix and 
reported to the California office. 

In sales to Arizona customers by this 
representative, the products were ship- 
ped from Dallas and billings were made 
and payments received by either Dallas 
or Fresno. Often the manufacturer also 
would provide an expert, who was an 
Arizona resident, to supervise assembly 
of its prefabricated buildings. 

Arizona’s highest court held that the 
sales were interstate and not intrastate 
transactions and therefore were not sub- 
ject to the Arizona sales tax. The court 
said that the cost of providing an ex- 
pert to supervise the assembly of the 
buildings was of comparative insignifi- 
cance compared to the cost of manufac- 
turing the prefabs. It stressed the point 
that the manufacturer had only one sales- 
man in the state. 


When a contract provides that perfor- 
mance shall be-made “on or about” a 
given date the words do not mean “ex- 
actly” but “approximately.” 

In a recent Oregon case, buyer con- 
tracted with a building contractor for 
some construction that was to be ready 
“on or about May 15.” The project was 
not completed until June 30, and the 
buyer sought to withdraw from the con- 
tract on grounds the construction was 
not completed on the agreed date. The 
court held, however, that the builder 
was not to be held to a strict time per- 
formance, and completion by June 30 
was within the approximate time agreed. 

How much leeway a court will allow 
on a contract providing for performance 
“on or about” a given date will depend 
on the facts in each particular case. It 
is well known that in the construction of 
a house, last-minute delays may cause 
a delay in completion. Thus the reason 
for an “on or about” clause. 

In the purchase of goods there usually 
will be less leeway in an “on or about” 


clause. Even if the contract doesn’t con- | 


tain an “on or about clause” the courts 
will not always require performance by 
the date agreed. If shipment is promised 
| in two weeks, and it takes three weeks, 
the courts will usually say, in the absence 


of unusual circumstances, that this is | 


substantial performance. To _ protect 


yourself when you need goods on the date | 


specified, put a clause in the contract 
providing that time is of the essence. 


What happens if performance by you 


as a buyer under a sales contract is made | 


impossible by the seller? When you sue 
for breach of contract, can seller claim 
| you failed to perform? 
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In a case illustrating this problem, a 
buyer gave the seller a $3,500 deposit 
on the purchase of some machinery. The 
contract said “customer will pick up the 
machinery on Jan. 15, 1961,” but before 
Jan. 15, the vendor advised the buyer 
that he was repudiating the contract. The 
purchaser sued to recover his deposit 
plus damages for the seller’s breach of 
contract. In his defense, the seller 
claimed a buyer breach of contract be- 
cause he failed to call for the machinery 
on the “pickup” date. 

The buyer won the case. His nonper- 
formance was not considered a breach 
of contract because it was occasioned by 
seller’s previous repudiation. The pur- 
chaser had no obligation to pick up the 
machinery; he could take seller’s repudia- 
tion of the contract at face value. 

Note: If seller unqualifiedly announces 
before the performance date that he will 
not perform, he commits an “anticipatory 
breach.” 

(The above material was prepared by Sydney 
Prerau of the J. K. Lasser Tax Institute for 
Purchasing Week. Reader inquiries on general 
tax and legal aspects of purchasing will be 


discussed here in accordance with space limita- 
tions and applicability.) 


Shipment 


FROM 
WORLD'S 


LARGEST 


STOCK . 
STAINLESS 
coma BOLTS 


SCREWS-complete range of 


machine and self tapping with slotted 
or Phillips recessed heads, both mag- 
netic and non-magnetic. 


NUTS- Cap, Hex, Castle, Slotted, 
Square, Wing, etc. 


PINS-—dowel, taper, etc. Plus wash- 
ers, rivets, threaded rod, studs, nails, 
many more. 


“SPECIALS’-fabricated to your 
specs on extremely short notice. 


WRITE * WIRE * PHONE 


FOR QUOTATION OR SHIPMENT 
ASK FOR CATALOG 


VALLMETAL 
Screw Products Company, Inc. 
Manufacturers of Stainless Fasteners Since 1929 


821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 603 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, illinois 
Phone: AVenue 2-3232 TWX CG 3185 


West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1472 
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Profitable Reading 


New Books 


Industrial Purchasing, by J. H. West- 
ing and i. V. Fine. Published by John 
Wiley & Sons, Inc., 440 Fourth Ave., 
New York, N. Y., 534 pages. 
$9.50. 

Second edition of this popular 
book thoroughly outlines the 
purchasing field and devotes 
particular emphasis to current 
purchasing policies. 

The authors focus on up-to- 
date purchasing activities, bring- 
ing into discussion such topics 
as: the selection of suppliers, the 
materials management concept of 
organization, value analysis for 
companies of all sizes, quality 
and quantity control procedures, 
etc. Each chapter contains two 
case studies which concern them- 
selves with specific purchasing 
problems — determining price, 
forward buying and speculation, 
public relations in purchasing, 
evaluating the performance of 
the purchasing department, and 
much more. 


switchgear ranging from 2.4 to 
13.8 kva. and 75 to 1,000 kva. 
Discusses basic arrangements for 
use with generator and exciter, 
incoming line or transformer, 
synchronous motor, etc. Bulletin 
GEA-5664F (42 pages). Gen- 
eral Electric Co., Schenectady 5, 
N.Y. 


Price: 


Special Coatings 

Describes 18 special coatings 
—wax emulsions, resin emul- 
sions, solvent-base waxes, and 
self-polishing solvent-base waxes 
and resins—for any of the fol- 


AMA Encyclopedia of Supervisory 
Training. Published by American 
Management Assn., 1515 Broadway, 
New York 36, N. Y., 451 pages. 
Price: $22.50 (AMA members—$15). 

Compiled from the experience 
of 39 successful companies, 
including Aluminum Co. of 
America, General Electric, Inter- | 
national Business Machines, | 
Johns-Manville, Procter & Gam- | 
ble—this publication presents all 
the information pertinent to the 
training of supervisory personnel. 

The encyclopedia covers every 
type of currently effective train- 
ing program for foremen, super- 
visors and first-line managers, 
and documents each section with 
the materials used to achieve 
results. A sampling of the many 
subjects covered includes: get-| | 
ting acquainted with manage- 
ment, developing a competent 
work group, when and how to) 
delegate authority, salary ad- 
ministration, organizing your 
own training program, and more. 
All of these materials are cross- 
indexed for application to your 
own specific situation. ’ 


From the Associations 


1961 SAE Handbook. Published by 
Society of Automotive Engineers, or’ 
Inc., 485 Lexington Ave., New York L_ 
17, N. Y., 914 pages. Price: $20 
(SAE members—$3.50). 

The SAE Handbook contains 
396 reports to provide industry 
with dimensional specifications, 
test requirements and procedures, 
and materials compositions. 

Contained in this edition are | 
reports on nondestructive test) 
methods to improve the quality | 
of ferrous and nonferrous ma- 
terials. Another section on lu- 
bricants for industrial machinery | 
simplifies servicing requirements. | 
The publication goes on to pre- 
sent a comprehensive outlook on 
passenger cars, trucks, and buses, 
discussing automotive transmis- 


including r 


sion diagrams, service brake 
performance, bumper heights, 
etc. Other reports outline 


threads and fasteners, electrical 
equipment, nomenclature, non-| 
metallic materials, etc. 


From the Manufacturers 


Metal-Clad Switches 


Provides features, installation 
data, dimensions and ratings for 
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for P.A.’s 


lowing uses: product protection; 
improvement of appearance; 
mold or die release; and dry lu- 
brication (4 pages). Service 
Products Div., Johnson's Wax, 
Racine, Wis. 


Fluorescent Ballasts 

Gives recommendations for 
obtaining proper performance 
from fluorescent lighting instal- 
lations, plus data on operation 
and care of fluorescent ballasts 
(16 pages). Universal Mfg. 


Corp., Dept., 29-51 East Sixth 
St., Paterson 4, N. J. 


ine cost- 
85,000 


per mile 


This tower has a busy future ahead. It’s 
insulated now for a single 138-kv circuit. 
Later, it may carry a second 138-kv cir- 
cuit. And eventually, it will support a bundled- 
conductor 345-kv line. 


At the ultimate voltage, as shown ‘n the figures 
above, cost of the O-B suspens..n insulators 
will total less than 3% of the cost of the line, 


ight of way. 
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Electric Tools 


Buying guide describes 72 
portable electric tools, including 
electric saws, sanders, drills, 
shapers, grinders, etc. Charts 
show numerous cuts possible with 
various router bits and cutters 


(34 pages). Porter-Cable Ma- 
chine Co., Syracuse 1, N. Y. 
Motor Application 

Discusses Century’s line of 


single phase, three phase, and di- 
rect current motors. Charts list 
matching motor characteristics 
to specific applications for single 
phase and polyphase and direct 
current motors (16 _ pages). 
Century Electric Co., St. Louis. 


| 


reduced by the cut-rate 


your office? 


No component costs less - - yet none is more 
important to the overall performance of this line. 


For the purchaser of suspension insulators, 
this fact has a double-edged significance. 
First, it means that the overall cost of a trans- 
mission line cannot be materially reduced by 
cut-rate prices on a component that accounts for 
only 3% of the overall cost. 
Second - - and more important - - it means that 
overall performance of the line can be materially 


PORCELAIN INSULATORS - LINE HARDWARE - 


CAPACITORS - 
BUSHINGS - HOLAN TRUCK MOUNTED POWER DEVICES AND BODIES - BRONZE VALVES 


Laminated Plastics 

Describes company’s line of in- 
dustrial laminated plastics in 
sheet, rod, and tube form. In- 
cludes range of :*7es, grade se- 
lection, typical property values, 
etc. Continental-Diamond Fibre 
Corp., Newark, Del. 


Power Supplies 

Details over 200 d.c. power 
supplies plus 1-million combina- 
tions of kitted modules. In- 
cludes step-by-step procedure to 
calculate packaging dimensions 
for multiple d.-c. outputs (24 
pages). Dressen-Barnes_ Elec- 
tronics Corp., 250 North Vinedo 
Ave., Pasadena, Calif. 


insulators- 
$2500 
per mile 


quality that usually 


accompanies cut-rate price. 


Nowhere, in other words, do “penny savings” 
entail greater “dollar risks. 

Your O-B representative has convincing proof 
of this in the form of a 25-minute sound-color 
film entitled, “The Second 50 Million.” 


Why not ask him to arrange a showing in 


” 


OHIO BRASS COMPANY, MANSFIELD, OHIO 


a . 2 
> a 


icone 
Nasal ME CR 


LIGHTNING ARRESTERS 
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Canadian Government Starts Probe 
into Prices of Electrical Equipment 


Ottawa—A preliminary inves- 
tigation of the manufacture and 
sale of electrical equipment has 
been launched by David H. W. 
Henry, Canada’s director of In- 
vestigation and Research. The 
inquiry results, in part at least, 
from charges that major pro- 
ducers get together to present 
uniform or near-uniform tenders 
on equipment wanted by munici- 
palities and public utilities. 

Private Hearings 

The inquiry is being made un- 
der the Combines Investigation 
Act and at this stage is being 
conducted in private. If the in- 
vestigation turns up evidence of 
attempts to restrict competition 
or otherwise infringe the act, 
Henry will submit a report to the 
Restrictive Trade Practices Com- 
mission. The commission then 
will hold hearings at which all 
interested parties may appear and 
submit evidence and arguments. | 
Henry’s report will, in effect, con- 
stitute a charge on which the 
commission is expected to frame 
a report to the Minister of Jus- 
tice, who may then begin court | 
proceedings. 

Allegations of price-rigging 


Grace to Expand Output 
Of Phthalic Anhydride 
At Brazilian Subsidiary 


Sao Paulo, Brazil—W. R. 
Grace Co. said it will quadruple 
the phthalic anhydride capacity 
of its wholly-owned subsidiary 
here, Industria Quimica Produtos 
Ftalicos, S.A. The expansion of 
the Ftalicos plant, scheduled to 
be completed this year, will in- 
crease its capacity from 60 to 240 
tons per month. 

The addition is part of general 
expansion in Grace’s phthalic an- 
hydride production. The com- 
pany recently announced that its | 
subsidiary, Probst j Cia, Ltda.,| 
in Bogota, Colombia, will build 
a 60 ton per month plant, while | 
its Hatco Chemical Div. in Fords, 
N. J., is expected ‘o go on stream 
shortly with additional capacity | 
which will bring total output 
there to 2,000 tons of the chemi- 
cal per month. 


Alcoa to Join in Building 
Mexican Aluminum Plant. 


Vera Cruz, Mexico—Alumi- | 
num Co. of America and Ameri- 
can & Foreign Power Co., Inc., | 
are joining with a group of Mexi-| 
can investors to build an alumi- 
num plant here with an annual 
capacity of 20,000 tons. 


Alcoa will have a 35% interest | 


in the plant and A&FP 14%. 
Intercontinental, S.A., a private 
development and finance corpora- | 
tion, will control the remaining | 
51%. 


Canadian GE Expands | 


Toronto — Canadian General | 
Electric Co., Ltd., has purchased | 
Cowley Electronics Services, Ltd., | 
Edmonton. A CGE spokesman | 
said the acquisition was part of | 
the company’s program to ex-| 
pand its service facilities in the | 
two-way mobile radio and general 
communications fields. 


have been made from time to 
time in Canada in recent years 
but have never led to a formal 
investigation against the electrical 
industry. Some of these charges 
were aired at a recent session of 
the Ontario legislature, but the 
Ontario government took the 
position it was the job of the 
federal government’s Combines 
Investigation Branch to enforce 
the federal law against restric- 
tive business practices in Cana- 
dian industry. 


Lendon—Britain’s Iron Steel 
Board announced a 1% increase 
in domestic prices of iron and 
steel products, or an average rise 
of $1.40/long ton. 

The hike will not affect export 
prices and is not expected to 
have much effect on the home 
market. Major steel users, how- 
ever, are complaining that the 
boost will hamper their efforts 
to hold down costs and win 
foreign orders. 

The board, a statutory super- 
visory body, authorized the in- 
crease at the request of the Iron 


and Steel Federation, represent- 
ing the industry, which had asked 
for a 3% rise to match higher 
costs of coal, transport, wages 
and the recently imposed tax on 
fuel oil. The federation termed 
the board’s move “totally in- 
adequate.” 

An informal “gentlemen’s 
agreement” on minimum export 
prices exists among manufac- 
turers of similar steel products— 
but these floor prices are not en- 
forced, and the pact functions 
mainly for information purposes. 
If a producer wants to undercut 
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|Britain Boosts Domestic Iron and Steel Prices | 


the informal floor price in order 
to get a contract, he can. 

British producers, squeezed by 
rising costs and the drying up 
of traditional home markets such 
as shipbuilding, would like to 
boost export prices but are fac- 
ing increasingly stiff competition 
both by established exporter 
countries and newly industrial- 
ized nations anxious to protect 
their fledgling steel industries. 

Exports take only about 3- 
million of Britain’s total annual 
sales of 18-million long tons of 
finished steel. 


Purchasing Week’s 


Foreign Perspective 


Ottawa—The government move to reduce the vaiue of the 
Canadian dollar is frankly aimed at stimulating exports by 
making them cheaper in terms of U.S. dollars. At the same 
time, Canada hopes the move will reduce imports by making 
them correspondingly more expensive. 

For example, the drop in the Canadian dollar to around 97¢ 
in American money means that U.S. importers can buy a given 
amount of Canadian goods with about 4% fewer U.S. dollars 
than was possible a month ago, when the Canadian dollar was 
quoted at about 101¢ in American money. Canadian importers, 
on the other hand, have to pay about 4% more in their dollars 
for American goods. 

Specialists in foreign exchange predict that Canadian author- 
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ities will let their dollars drop to about 95¢ before trying to 
stabilize it. 
~ + - 

Washington—Japanese copper purchasing activities are com- 
ing under heavy fire from U.S. producers. 

American Smelting & Refining Co., for instance, has com- 
plained to the U.S. State Dept. that the Japanese government 1s 
fostering “unfair trade practices” by subsidizing ore purchases 
of Japanese firms while at the same time imposing a 10% tariff 
on imports of refined copper. 

Arsaco said its large Tacoma, Wash., smelter is threatened 
with closing because of “subsidized overbidding” by the Japanese 
for raw materials. The company reportedly has tried on its own 
to persuade the Japanese to buy more electrolytic—but without 
success. The Japanese apparently want to continue their pro- 
tected market even though it would be cheaper to import the 
refined material. 

Meanwhile, the outlook for U.S.-Japanese trade relations 
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and the load...i?'s Ja Ll 


It’s J&L all the way between the hook and load, because the 
complete J&L line covers every lifting need. The illustra- 
tions here are only a sample. J&L hand and power hoists 
are not shown. Nor are many other ropes, slings, fittings, 


assemblies and accessories ... stocked and sold by your 
J&L Distributor, for complete safety in lifting. 

But, illustrated or not, you'll find in the Jones & Laughlin 
line everything you want for all your lifting jobs. 


Your Jal distributor has the complete lifting line for complete safety 


Your authorized J&L Wire Rope Distributor is fully 
equipped to help you. He can provide you with any item 
from the complete line and can give fast service, too — 
right down to securing while-you-wait fabrication and 
repair of alloy chain slings with JalLink (another exclusive 
J&L development). 


In addition, if you are faced with an unusually tough lifting 
operation, he can arrange for skilled J&L engineers to help 
you. They'll advise on the best method—or even design a 
lifting mechanism specifically to meet your problem. 


Hundreds of J&L Distributors give you all the advantages 
of local, personal service, plus the delivery back-up of 15 
J&L Wire Rope Service Centers plus the applications help 
of J&L factory engineers. 

When you select from the complete J&L line, you get more 
than what you need between the hook and the load. You 
also get service, safety and confidence in lifting—because 
it’s Jones & Laughlin. 

Call your J&L Wire Rope Service Center or Wire Rope Dis- 
tributor—they’re in the yellow pages. 


FOR SAFETY IN LIFTING 


Jones & Laughlin Steei Corporation 
WIRE ROPE DIVISION 
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improved with the announcement 
that Prime Minister MHayato 
Ikeda and President Kennedy 
agreed at their meeting here to 
set up a “Joint economic com 
mittee” at the ministerial level. 

Purpose of the group is to 
work out ways of increasing sales 
of each country’s goods in the 
other’s domestic markets and to 
avoid friction created by com- 
petition with locally made prod- 
ucts. The committee is expected 
to hold regular meetings in 
Tokyo and Washington. 

4 & a 

Pittsburgh—Steel makers fear 
the recent round of domestic 
price cuts may spread to export 
products. 

U. S. Steel Corp. and Kaiser 
Steel Corp. disclosed last week 
that they have withdrawn their 
published prices on exports of 
semi-finished goods. Aim: to meet 
competition of producers who 
have been selling semifinished 
products for as much as $10/ton 
under the list price of $80/ton 
plus shipping charges. 

Next candidate for price cuts 
may be tin mill products, which 
last year accounted for 23% of 
the nation’s steel exports, com- 
pared with 5% for semifinished 
steels. Industry sources report 
that much unpublicized price 
cutting already is underway on 
the mill products. 

* e = 

Detroit—Canada’s repeal of 
the 742% excise tax on new 
automobiles has been greeted en- 
thusiastically by U.S. car makers. 
Harry A. Williams, director of 
the Automobile Manufacturers 
Assn., hailed the move, noting 
that the association has long 
urged Congress to repeal or at 
least reduce the present 10% 
U.S. excise tax on new cars. 

* s oe 


London—The Board of Trade 
has removed export controls from 
molybdenum disulphide and from 
certain types of roller bearings, 
broaching tools, aircraft fuels and 
high octane blending “gents, deep 
hole drills, drilling machines, and 
other kinds of oil drilling ap- 
paratus. 


Dallas—Joint ventures with 
Japanese manufacturers, together 
with a financing program for for- 
eign firms, are being studied by 
James L. Ling, the man respon- 
sible for the Ling Temco Elec- 
tronics and Chance Vought 
merger. 

Ling is looking into the possi- 
bility of putting together a num- 
ber of Oriental producers in a 
financing program similar to his 
Electro-Science Investors, Inc., a 
small investment company. The 
joint venture arrangements would 
be made with foreign firms pro- 
ficient in turning out electronic 
components which Ling’s U.S. 
companies could use. 

* & * 


Caracas, Venezuela — Kaiser 
Aluminum & Chemical Corp. 
has joined forces with a group of 
Venezuelan investors to organize 
a new company that will provide 
this nation with its first domestic 
production of aluminum foil. 

The new firm, Aluminio 
Nacional, $.A., (ALNASA) will 
build a plant at Guacara, about 
100 miles west of here. Kaiser 
said the plant is scheduled to go 
into operation late this year. 
Kaiser has a 26% interest in the 
new company and will supply it 
with both aluminum sheet and 
technical assistance. 
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Product Perspective 


PLASTICS SUPPLIERS are going after volume markets in an effort to 
maintain their growth of recent years. Main targets: construction, transporta- 
tion, packaging, appliances, and engineering materials. Here’s how plans in 
these major areas shape up: 


CONSTRUCTION: Plastics (particularly the vinyls) have edged into dozens 
of construction jobs, but over-all penetration is still less than 1% of the 
builder’s dollar. Restrictions of building codes, plus reluctance of builders and 
architects to work with strange materials, has slowed progress. Plastics sup- 
pliers have also come in for some criticism for failing to give construction 
industry fair appraisal of just what plastics can (and can’t) do. 


Construction uses already are established in a number of building areas, 
including: floor and ground levels (polyethylene as a vapor barrier for 
onground slabs, polyvinyl water stops for basement walls and floors, epoxies 
as bonding agents); wall and partitions (plastic facings, foam insulation in 
cavity walls, vinyl wall coverings, plastic hardware); ceilings and lighting 
(translucent ceiling panels); paints and finishes; roofing and general weather- 
proofing (neoprene-latex combination roof, vinyl films as vapor barriers, 
Neoprene and Hypalon roof coatings; piping. 


TRANSPORTATION: 25 lb. of AUTOMOTIVE USE OF PLASTICS ks Heat Sealing Machine 

plastic are used in the average car a A A , a For Vinyl Packaging 
today, compared with less than 5 Ib. , i cre Ti Machine seals with continuous high fre- 
in 1940, and industry experts esti- ee Be quency and is adaptable to many forms of 
mate consumption in 1965 at 45 lb. [ : | ar ; vinyl packaging and to the production of 
Tough new plastics, declining costs, components or finished products. It pro- 
and better understandings of what duces bar seals and tear seals, alone or in 
plastics can do are cited as reasons combination, on roll or individually-fed 
for the growth. Most of the 25 Ib. of materials of various thicknesses and in mul- 

‘ P : aoe “i tiple layers. 

plastics going into today’s car is Price: from $10,000. Delivery: 4 mo 
being used for small parts; 11 basic 3 = Guild Electronics, Inc., 388 Broad- 
polymers are fabricated into 170 we ’ 7 way, New York 13, N. Y. (PW, 7/3/ 
parts on the average vehicle. 15 | a 61) SIC +3559 


POUNDS PER CAR 


The current trend is to design 
parts to take full advantage of physi- 
cal properties as well as the attrac- > EEE GUS. SUS a 
tive appearance of the plastic—for 1940 45 50 55 €0 1965 Polyethylene Resin 
example, in arm rests, seat side _— ; p ; 
shields, dome lights, and instrument Chart shows increase in use of Cives Extrusion Contings 


panel housings. plastics in cars ~wg hr ga of Polyethylene resin, tailored for extrusion 
future growth in the field. 


7% coatings, is a tough barrier resin with coat- 
PACKAGING: Plastics took only a oF ing rates in excess of 600 fpm. on standard 
4.2% of the conscmer packaging dollar in 1959, but the industry hopes to i ; ‘ equipment. Less than 5 Ib. of resin are re- 
double this figure by 65. Growth is forecast for three areas: unsupported ar oa py .. quired to coat a ream to resist scuffing, tem- 
flexible film, plastic containers and closures (rigid packaging) and combina- oa ee at perature extremes, moisture, and grease. 
tions with other materials (such as plastic-based laminates). Cellophane is a aaa , . oon, age tay ae yp. a 
still the No. 1 film seller, with polyethylene in second place—but poly- a ba Delivers: int ee ae ee ee 
; 4 ee ea = oe y: immediate (in pilot plant quan- 
propylene is expected to offer some stiff competition. Other growth markets; . tities). 
oriented styrene for carton windows and envelopes, mylar for boilable Pie: 


Phillips Chemical Co., Bartlesville, Okla. 
pouches, and polyvinyl alcohol for water-soluble film packets. (PW, 7/3/61) SIC +2821 


Blown bottles for detergents and bleaches and molded or formed con- 
tainers and lids for food are leading the rigid packaging growth parade. 
Polyethylene (initially low density, now high density) is chief plastic for 


bottles, while polystyrene is used in tormed applications. Extruder 


Low moisture transmission rates, increased tear strength, adhesive prop- Has 20-lb./hr. Capacity 
ties, and chemical resistance of plastic coatings a06 WEG ieee jobs “ . - Machine with 20-lb./hr. capacity extrudes 
the plastic-substrate combinations. Polyethylene coating of milk cartons wi . Le all plastics to produce tubing, coating, pel- 
put food board and cup stock on first place among the combinations ma- ’ ‘ lets. flat and blown films. and oriented fila- 
terials. Runnerups: kraft paper (including industrial uses), locker and "i ht 


ry ments. The machine has fingertip tempera- 
freezer papers, pouch stock, foil, and other plastics. ture and variable speed controls and op- 
erates in a screw-speed range of 15 rpm. to 
APPLIANCES: Companies have to overcome some poor consumer reac- 120 rpm. which can be modified to specifi- 
tion, said to be caused mostly by misapplication of plastic and poor quality cations. The unit weighs 400 Ib. 
materials. Plastics with improved fabricating qualities, greater rigidity, higher Price: $2,650. Delivery: immediate. 
heat resistance, and improved abrasion resistance are in demand. Foamed-in- , Killion Tool & Mfg. Co., 56 Depot St., 


place insulation and polypropylene moldings are possible volume areas. a Verona, N. J. (PW, 7/3/61) SIC #3559 


ENGINEERING MATERIALS: Companies are pushing ABS copolymers, 
acetal, fluorocarbons, nylons and polycarbonates as direct replacements for 
metals. Most applications for these plastics are designed to utilize plastic’s - sh 
unique processing characteristics. Savings usually come from reduced fabricat- a . = Manual Spot Welder 
ing costs—raw material prices often run higher for the premium plastics. ; Welds Most Materials 
© Most industry observers expect the present downward trend of prices to eA Se : Manual spot welder produces welds on 
continue. Overcapacity in certain types of plastic still plague the pro- yma mre wd oR no leg gag. nylon 
ducers. Demand for low density polyethylene, for example, isn’t expected to = a ae Bee a an NODA “tip An” ais 
outstrip supply until 1965. Polypropylene, which has been in short supply cond cylinder is sahil by the trigger a ihe 
since its inception, is definitely in for a price cut, the experts say. But no hand tool for repetitive spot welding of ma- 
company will hazard a prediction as to when. Substantial new capacity ——_ 4 


terials up to 20 mils thick. The unit has an 
is slated to come on stream during the next year. automatic frequency control. 


- Se Price: $1,595. Delivery: 4 to 6 wk. 
Polypropylene consumption may reach 100-million Ib., this year or more . cine International Ultrasonics, Inc., Centen- 
than double 1960's estimated 40-million lb. Present capacity is estimated a nial Ave., Cranford, N. J. (PW, 7/3/ 
somewhere around 200-million Ib. : 7 ”» 61) SIC #3559 
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Price data that accompany each product description are list or 
New f roducts approximated prices supplied by manufacturers. Unless otherwise 


noted, prices quoted are for the smallest quantity that can be ordered. 
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Thermoplastic Resin 


is Highly Flexible 
Thermoplastic resin with properties re- 
lated to low-density polyethylene, plasticized 
vinyl, and rubber has improved flexibility, 
impact strength, and resistance to stress- 
cracking. As an extruded film, a combina- 
tion of limpness and flexibility provides an 
excellent “hand.” Its density is .932 and 
melt index is 2. 
Price: 3212 ¢/Ib. (in truckload quantities). 
Delivery: immediate. 
Spencer Chemical Co., Dwight Bldg., 
Kansas City, Mo. (PW, 7/3/61) SIC +2821 


Injection-Molding Machine 
Delivers 18 Shots/Min. 


Injection-molding machine has output rate 
of 15 to 18 shots per min. and a plasticizing 
capacity of 17.6 lb./hr. Screw-plasticizer 
attachment gives high shot weights of .9 oz. 
and makes the machine particularly suitable 
for processing rigid polyvinyl chloride, car- 
bon polymers, and dry blends normally diffi- 
cult to plasticize. 

Price: $5,470. Delivery: approx. 6 mo. 

Battenfeld Corp. of America, 959 W. 
Grace St., Chicago 13, Ill. (PW, 7/3/61) 

SIC #3559 


Ultrasonic Sealer 


Seals Films at 100 Fpm. 


Ultrasonic sealer welds plastic films and 
synthetic fabrics of film thicknesses from 
Y4 mil to 100 mils at speeds up to 100 fpm. 
Designed for in-line or separate station op- 
eration, sealer will penetrate through oil, 
chemicals, and other contaminants. The 
head section is mounted on a removable 
pedestal and an air-cooled driver unit works 
off a 115-v. line. 

Price: $4,250. Delivery: immediate. 

Ultra-Sonic Seal, Inc., 76 Madison Ave., 
New York City. (PW, 7/3/61) SIC +3559 


Plasticizers 
Improve Resin Properties 


Polymeric plasticizers (four types) im- 
prove physical characteristics of polyvinyl 
chloride resins. The polymerics, combined, 
offer improved humidity and outdoor aging, 
better permanence, and good soapy water 
resistance. In sun tests, they have shown 
high performance after 600 hr. 

Price: 34¢/lb. to 40¢/lb. (in tank car 
quantities). Delivery: immediate. 

Emery Industries, Inc., Carew Tower, 
Cincinnati, Ohio. (PW, 7/3/61) 

SIC +2818 


Granulator 


Grinds 300 Ib./hr. 


Granulator designed for grinding of large- 
area blow-molding and injection-molding 
scrap handles 300 Ib./hr. It has a hinged 
hopper, with 10-in. x 12-in. throat, which 
can be mounted for feeding from either 
side. The unit has two revolving and two 
stationary cutting blades including one with 
an extra-shear angle. 

— $1,250. Delivery: approx. 2 to 3 
wk. 

Ball & Jewell, Inc., 22 Franklin St., 
Brooklyn, N. Y. (PW, 7/3/61) SIC +3559 
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Polycarbonate Resin 
Has High Clarity 


Polycarbonate resin (Leyan 102) is de- 
signed for lenses, light covers, diffusers, 
and other uses requiring clarity. Additives 
mask the material’s natural amber color and 
prevent darkening during molding. Other 
applications, include safety goggles, back- 
lighted instruments, and skin packaging. 

Price: $1.30/lb. (in truckload quantities). 
Delivery: immediate. 

General Electric Co., Chemical Mate- 
rials Dept., Pittsfield, Mass. (PW, 7/3/61) 

SIC +2821 


Epoxy Plasticizer 
Resists Fungus and Mildew 
Epoxide is completely compatible with 
vinyl chloride resins and is both a primary 
plasticizer and a stabilizer. It imparts to 
polyvinyl chloride compositions added re- 
sistance to fungus and mildew, as well as 
lower volatility and excellent heat and light 
stabilizing characteristics. 
Price: 35¢/Ib. (in 4,000-gal. quantities). 
Delivery: immediate. 
Union Carbide Chemicals Co., 270 Park 
Ave., New York 17, N. Y. (PW, 7/3/61) 
SIC +2818 


Urethane Foam 
insulates at Low Temperatures 


Urethane foam is particularly suited for 
insulation applications at sub-zero tempera- 
tures. With an over-all density of 2 Ib./cu. 
ft. it maintains dimensional stability at tem- 
peratures generally requiring a 2.5 density. 
The foam has a k factor of 0.13 and it can 
be machined, molded, sawed, and punched. 

Price: 71¢/lb. (in 55-gal. drum). De- 
livery: 3 days to 2 wk. 

Nopco Chemical Co., 175 Schuyler Ave., 
N. Arlington, N. J. (PW, 7/3/61) 

SIC +2821 


Preheater 


Feeds Rotary Presses 


Preheater is an automatic, dielectric ma- 
chine which loads, heats, and feeds pre- 
forms to automatic rotary presses. The 
machine is able to handle 30 to 60 shots 
per minute, heating them up to 240-250 F. 
Actual heating time of the preforms takes 
only one second. 

Price: $3,500 to $4,500 (312-kw. ma- 
chine). Delivery: 4 to 6 wk. 

W. T. La Rose & Assoc., Troy, N. Y. 
(PW, 7/3/61) SIC #3559 


Catalyst 
Speeds Esterification 


Catalyst useful in the production of linear 
polyesters for resins, surface coatings, and 
paints is available for polyesterification—as 
well as direct and transesterification—reac- 
tions. It decomposes at about 280 C. The 
white powder is soluble in oxalic acid, and 
slightly soluble in ammonium oxalate and 
ammonium chloride solutions. 

Price: $1.60/lb. (in truckload quantities). 
Delivery: immediate. 

Metal & Thermit Corp., 100 Park Ave., 
New York City. (PW, 7/3/61) SIC +2819 
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Pelletizing Machine 
Has 6-in. Feed Table 


Machine cuts multiple extruded strands 
into pellet-size particles. The 6-in. feed 
table provides a capacity range of 10 Ib./hr. 
to 500 Ib./hr. Cutter heads are offered with 
8, 12, or 16 individually attached knives. 
A one-piece milling cutter type head with 
24 cutting edges is available for input speeds 
near 300 fpm. 

Price: approx. $2,200 to $3,200. Deliv- 
ery: approx. 4 wk. 

Cumberland Engineering Co., Inc., Box 


Blender 


Has Removable Stirrer 


Ribbon blender, available in capacities of 
| cu. ft. to 125 cu. ft., has stirrer shaft 
equipped with quick release sleeve couplings 
so that the entire stirrer assembly can easily 
be removed for cleaning. Triple-action stir- 
ring eliminates “dead spots” near the shaft. 

Price: $960 (1-cu. ft. capacity). Delivery: 
4 wk. 

Charles Ross & Son Co., Inc., 48-156 


6065, Providence 4, R. I. (PW, 7/3/61) oR << Classon Ave., Brooklyn 5, N. Y. (PW, 
SIC +3559 idleds * 7/3/61) SIC +3559 


Corrosion-safe 
components for 
petro-chernical 
and petroleum 
processing 


Terpolymer ae 
Has High Strength 


Terpolymer of styrene, acry- 
lonitrile, and butadiene for mold- 
ing and extrusion processing is 
available in a range of formula- 
tions. The materials offer high 
tensile strength, chemical resist- - Rust-free commercial 
ance, rigidity, impact strength, ee 
and abrasion resistance of vary- 
ing degrees depending on the 
specific formulation. They are 
supplied in natural or colors. 

Price: 37¢/lb. to 51¢/lb. (in 
20,000-Ib. lots in 50-lb. bags). ; <i 
Delivery: 7 to 14 days. 7a 

Monsanto Chemical Co., Plas- 
tics Div., Springfield, Mass. 

(PW, 7/3/61) SIC +2821 


rn oT 
—— oe 
rn ae re eS 


eee 


su 
‘| 


Pipe of 
gilass-lined steel or 
reinforced glass fiber 


Polystyrene Strands 
Serve As Packing Material 


Expandable polystyrene 
strands for loose fill packing and | 
cushioning applications are non- 
corrosive, nondusting, have neg-| 
ligible water absorption, and no} 
odor. They are supplied in 
.025-, .045-, or .093-in. dia., in 
lengths from 1.2 in. to 4.8 in.,| 
for expansion to 20 times their 
bulk density in a simple foamer. | 
The interlocking strands prevent | 
“settling” of packed items. 

Price: 37¢/lb. (in truckload 
quantities). Delivery: immediate. 

Dow Chemical Co., Midland, 
Mich, (PW, 7/3/61) SIC +3079 


ulcerproof innards |. creates by 


A. 0. Smith to withstand corrosion in processing 
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Materials Mixer 


Agitates 5 Gallons 


Electrically powered mixer rotates a 5-gal. 
can, agitating dry or liquid contents. Ap- 
proximately 70 lb. of materials may be han- 
dled, depending on the type. The agitator 
gives a complete mix in less than a minute, 
lifting the materia! and tumbling it over 
while scraping the pail side and bottom. It 
is available with a 2 hp. engine. 


Price: $74.95. Delivery: immediate. 
Plaster Supply House, Box No. 551, Chi- 


cago 90, Ill. (PW, 7/3/61) 


Corrosion-guarded meters 


Compounds that can chew through 
steel lurk in many modern proc- 
esses — so much so, in fact, that 
much of today’s production would 
be impossible without tanks, 
vessels, pipe and the like with 
uleer-proof “innards.” 

A. O. Smith has long been a 
leader in developing equipment 
of this type — among the first 
manufacturers, for example, to 
successfully wed corrosion-stop- 
ping glass to steel. And A. O. 
Smith scientists have developed 
dozens of other techniques to solve 
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SIC +3629 


Atomic reactors 
and components 


Alloy- and glass-lined 
heat exchangers 


both simple and severe corrosion 
problems — in products ranging 
all the way from reactor vessels 
to factory smokestacks.* 

For even more critical condi- 
tions, the “innards” of A.O. Smith 
equipment are clad with sophisti- 
cated alloys—so strong and depend- 
able that they are specified for 
nuclear reactors where they must 
serve for years without i~ section 
or repair. Manufacturing equip- 
ment with ulcer-proof “innards” 
is just one facet of A. O. Smith 
corporate activity in indusy,y, 


Glass-protected 
automated bulk 
storage systems 
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agriculture, transportation and 
national defense. For further in- 
formation, we invite you to write. 
*Perhaps you have had personal experience with 
A. ©. Smith glass-on-steel in a PERMAGLAS® 


home water heater—the only make unconditionally 
warranted against rust-out. 


Through research (A) «+ @ better way 


MILWAUKEE 1, WISCONSIN 
A. O. Smith INTEPNATIONAL S. A, 
Milwaukee 1, Wisconsin, U. S. A, 
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Water-Emulsion Copolymers 
Have High Stability 


Copolymers are composed of three highly 
stable, multipurpose emulsions of moderate 
viscosity with unusual adhesive, dye-recep- 
tive, and film-forming properties. These de- 
velopmental materials are intended for appli- 
cations such as adhesives, paper coatings, 
nonwoven fiber binders, metal primers, and 
top coatings for wood. 

Price: 35¢/Ib. to 45¢/lb. (in drum quan- 
tities). Delivery: immediate. 

Antara Chemicals, 435 Hudson St., New 
York 14, N. Y. (PW, 7/3/61) SIC +2821 


Blow-Molding Press 
Makes Small Containers 


Blow-molding press for pro- 
duction of small bottles and 
other hollow items is an air- 
powered machine with extrusion, 
mold movement, and blowing 
pneumatically operated by push- 
button controls. It may be oper- 
ated automatically—with pieces 
falling into a container through 
a chute—or semiautomatically. 
It has a 35-gram capacity and 
produces more than 200 30-gram 
polyethylene bottles per hr 

Price: $3,975. Delivery: 60 to 
90 days. 

Conapac Corp., 120 E. 13th 
St., New York 3, N. Y. (PW, 
7/3/61) SIC +3559 


| Whitening Agent 
Brightens Plastics 


Fluorescent whitening agent 
masks yellowness and brightens 
plastics, coatings, and man-made 
fibers. The material has out- 
standing heat stability, withstand- 
ing discoloration and showing 
no decrease in fluorescence at 
processing temperatures as high 
as 600 F. It achieves a whiten- 
ing effect by absorbing ultra- 
violet radiation above 300 mu 
and emitting it as visible bluish 
light. 

Price: $35/lb. (in 125-lb. 
drum). Delivery: immediate. 

Geigy Industrial Chemicals, 
Ardsley, N. Y. (PW, 7/3/61) 

SIC +2815 
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P/W Goes to the Plastics Show 


Polystyrene Resin 


Is Heat Resistant 


Polystyrene is a high heat ré¥.a 
which resists temperatures to 
205 F. The material has excep- 
tional moldability and is char- 
acterized by its uniformity, fast 
set, superior clarity, and low 
gel. Characteristics based on 
average laboratory values in- 
clude: 7,000 psi. to 8,000 psi. 
tensile strength, 1.05 to 1.07 
specific gravity, 1.75 to 2.25 
elongation at fail, 65 to 75 Rock- 
well hardness, and .04 water 
absorption. 

Price: 18¢/lb. Delivery: im- 
mediate. 

Rexall Chemical Co., Box 37, 
Paramus, N. J. (PW, 7/3/61) 

SIC +2821 
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Molding Machine 
Has 1¥2-0z. Capacity 


Injection molding machine 
has an injection capacity of up 
to 1% oz. (vinyl) and a plasti- 
cizing capacity of 10% Ib./hr. 
The control panel contains auto- 
matic temperature control for 
the injection assembly and 
ranges from 0 to 700 F. It also 
contains circuiting and timers 
for automatic cycling. Standard 
equipment includes: rapid cylin- 
der removal and change, rapid 
mold removal and change, and 
compensating feed. 

Price: $3,600. Delivery: 
approx. 8 wk. 

Newbury Industries, Inc., 
Newbury, Ohio. (PW, 7/3/61) 

SIC +3559 
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Acrylic Sheet 


Resists Cracking 


Thermoplastic acrylic sheet has molecular 
orientation which provides greater resistance 
to cracking and crazing, reduced notch sensi- 
tivity, and increased tensile elongation be- 
fore rupture. It offers high weather resist- 
ance and comes in 42- x 42-in. and 84- x 
84-in. sheets, .050 in. thick. 

Price: 68¢/sq. ft. (unmasked) to 75¢/sq 
ft. (masked). Delivery: immediate. 

Rohm, & Haas Co., Washington Sy., 
Philadelphia 5, Pa. (PW, 7/3/61) 

SIC +2821 
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Chemical Formula 
Resists Bacteria 


Chemical formula is added to compound 
mixes to impart resistance to bacteria—at a 
cost of a fraction of 1¢ to a little more than 
1¢/lb. of mix. Formula may be used with 
a wide range of materials such as acetate, 
styrene, polypropylene, nylon, etc. 

Price: approx. $8/lb. Delivery: immediate 
(after July 15). 

Sanitized Sales Co. of America, Inc., 53 
E. 34th St., New York, N. Y. (PW 7/3/ 
61) SIC +2818 
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Product News in Brief 


Process Lowers Cost 
Middlefield, Ohio—Geauga 
Industries is extruding one-piece 
rubber strips with two longi- 
tudinal sections of different hard- 


<= 60 Durometer 


<= 90 Durometer 


uesses for weather-stripping and 
similar insulation uses. 


A 90-durometer backing strip 
is used as the anchor and may 
be secured by adhesives, clips, or 
conventional fasteners. It is suf- 
fiently flexible to fit curved 
frames. The sealant portion is 
60 durometer. 

The single extrusion process 
was developed to lower initial 
cost of the strip and also to elim- 
inate subassembly operations re- 
quired to anchor sealing strips to 
a separate base. The combina- 
tion is available in color com- 
binations. 


Westinghouse Expands 


Pittsburgh Westinghouse 
Electric Corp. has announced the 
expansion of its production fa- 
cilities for electroluminescent 
panels and the addition of metal 
panels to its line. 

The company is producing 
Rayescent panels of metal at the 
plant in Bloomfield, N. J., in 
sizes up to 2 sq. ft. Westinghouse 
also produces glass panels of up 
to 30 sq. in., and plastic panels 
|in a wide variety of shapes and 


|transmission difficulties 


forms. At 600 v., 60 cycles, the 
metal panels have a light output 
of about 10 foot-lamberts; and 
life expectancy of about 15,000 
hr. 


GE Unveils RF-7 Radio 

Lynchburg, Va. — General 
Electric is marketing a transis- 
torized microwave radio system 
for applications requiring low 
error rates and low circuit noises. 

Batteries and chargers of the 
system, which increases trans- 
mitter output tenfold while re- 
quiring 50% less power input, 
increase reliability by eliminating 
caused 


No wonder his wife leaves the packing to him! 


You can count on Union-Camp box designer Bob Pyle to 


come up with the most efficient corrugated interior 


packing—no matter what the product or how it is shipped. 


& bey GLASS BOWL in our picture is safe enough 
in Bob Pyle’s hands. The trick is to see that 
it travels just as safely once it is packaged. 


This takes an unusual combination of skill and 
experience. The kind Bob is known for. Bob is 
one of a team of Union-Camp corrugated box 
engineers who specialize in interior packaging of 
a product. 


It’s a challenging specialty. Just consider the 
problems of packaging a television set, for instance. 
Says Bob: ““The set must be locked in position 
and perfectly cushioned against shock. Then we 
have to allow sufficient clearance on all sides so 
that the finish is protected against scratches. And 
the box should have sufficient stacking strength so 
that it can be tiered up high in the warehouse. 


‘Then there's the packing operation to consider. 
The box must be adaptable to high-speed assembly 
line operation so that the job can be done as 
quickly and cheaply as possible—consistent with 
the protection needed.” 


Other products, Bob points out, may call for 
different types of safeguards in the package. To 
keep out dust. To prevent corrosion or spoilage. 
Actually, the forms of inner packing are as varied 
as the items they protect. 


Some of these items are well-known: food prod- 
ucts, canned beverages and appliances, for 
example. But some others may surprise you. 
High-voltage equipment weighing over 300 pounds. 
Centrifugal pumps. Heavy industrial sewing ma- 
chines. Formerly they required expensive crating. 
Now they travel safely and economically in 
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custom-tailored containers developed by Union- 


Camp box designers like Bob Pyle. 


Oddly enough, small-cost items often can create 
the biggest problems. One case in point was a 
lamp sold in variety stores for only $2.98. It was 
made of a fragile plastic, and the manufacturer's 
profit margin was so low that he had almost no 
budget for the intricate packaging that would 
seem to be necessary for proper protection. Bob 
Pyle devised a simple, inexpensive inner packing 
unit. To date, not a single lamp has reached its 
destination in a damaged condition! 


Could a Union-Camp box designer like Bob 
Pyle help improve your product’s protection, 
reduce your packaging and shipping costs? The 
answer is as near as your telephone. Call in a 
Union-Camp corrugated box representative. He'll 
tell you about our complete packaging evaluation 
program. It includes package analysis, box design 
and development, specifications control, merchan- 
dising counsel and in-plant surveys of your mate- 


rials handling operation. 


Or, a note on your letterhead will bring a 
prompt reply. Why not write today? 


SB UNION-CAMP: 


CORRUGATED BOXES 


Union Bag-Camp Paper Corporation 233 Broadway N.Y.7,N.Y. 


Plants: 
*“Oednham, Mass.; Allied Container Corp., 
Route 128, Allied Drive 
Trenton, New Jersey: 1400 E. State St. 
tWashington, Penna.; P.O. Box 285 
tCleveiand, Ohio; 10200 Miles Ave. 
tSharonvilte, Ohio; P.O. Box 86 
Chicago, Il!.; 4545 West Paimer 
tBenton Harbor, Mich.; 
Tith St. & Britain Ave 


tMonroe, Mich.; 109 East Eim Ave. 
tEaton Rapids, Mich.; P.O. Box 8 
*Baitimore, Md.; Eastern Box Co.; 

Wagner's Point 
Jamestown, N.C.; 

3704 Point Pieasant Rd. 
Spartanburg, S.C.; P.O. Box 1965 
Savannah, Georgia; P.O. Box 570 
Lakeland, Florida; P.O. Box 454 


*Subsidiary Companies tRiver Raisin Division 
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by lightening hits on commercial 
power lines. 
| Walter E. Sutter, national sales 
manager for GE Microwave- 
Multiplex Equipment, said the 
system cuts maintenance by 40% 
and equipment size by 50%. 
The system, called RF-7, has 
been designed for both d.c. and 
a.c. operation. An _ optional 
heterodyne repeater is offered for 
transmission over long distances, 
offering more channels of infor- 
mation with lower circuit noises. 
The RF-7 is being made avail- 
able to industrial firms, utilities, 
pipelines, telegraph and_tele- 
|phone companies, and municipal 
jand state public safety opera- 
| tions. 


Dispenses Coffee 

White Plains, N. Y.—Nestle 
Co. is offering a handy coffee 
dispenser to commercial and in- 
dustrial users of its Crosse & 
Blackwell restaurant instant cof- 
fee. Cost of the coffee averages 
out to a little more than 1¢ a cup 
and local distributors install and 
maintain the unit at no additional 
| cost. 

The dispenser attaches to a 


fi 


water source and heats the 

|itself. A pushbutton control dis- 
penses freshly brewed coffee in 
less than five sec. and an aux- 
iliary button will dispense hot 
water alone for tea, soup, etc. 


| 


| Filter Operates at 500 F 
Pittsburgh— Mine Safety Appli- 
ance Co. has come out with a 
line of aerosol filters with glass 
_web as the filtering media and 
| rated to operate continuously at 
|500 F. They are guaranteed to 
be 99.7% efficient on particles 
|that are 0.3 microns and larger. 
| The glass mat material is fab- 
|ricated on paper-making ma- 
|chinery and folded into an ac- 
cordian shape for use, eliminating 
separators. Applications include 
filtration in ultra-clean “white 
‘rooms,” filtration of air passing 
|through “hot” radiation areas in 
the atomic energy field, and in 
| pharmaceuticals. Average life of 
|the filters in “industrial type” 
| applications is about four years. 


Tl Expands Line 


Manhasset, N. Y.—Thomson 
| Industries, Inc., is producing a 
\“bronze case” rod for pistons, 
guide rods, and similar uses with 
the bearing material on the en- 
tire shaft area rather than being 
limited to the bearing area within 
a bushing. 

Bearing bronze is fused on the 
surface of a steel rod, forming 
a coating of controlled porosity 
for “excellent lubrication reten- 
tion.” Superior lubrication main- 
tained over the entire length of 
the stroke reduces friction losses 
-and achieves greater operating 
| efficiency of the rods. 
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Purchasing Week’s 


Professional Perspective 


CONSULTANT ROBERT C. KELLEY 


Former Director of Purchases, Dresser Industries 


Discusses This P/W Headline 


‘Upstarts Force Shift 
In Steel Price Strategy’ 
—(P/W 6-19-61) 


he headline above underscores a touchy area in the rough, 
competitive market confronting steel industry sales managers. 
But the pricing dilemma facing steel calls for continuing analysis. 


MOTORS 
BY 1 HE 


POU 


Here is a case-by-case review of why prices of five steel product 
groups recently reacted as they did to the industry in-fighting: 


@ Oil Country Tubular Goods: These products traditionally 
are sold through oil well supply stores at a 6% jobber’s discount 
on direct mill carload shipments, out-of-stock sales being made 
at list plus 10.4%. Decline in oil well drilling, plus a 50% 
increase in pipe capacity since 1954, forced mills to re-open 
depots with stocks at barge loading points such as Memphis, 
New Orleans, and Houston su that out-of-stock sales by jobbers 
dried up. The new additional 4% discount on mill shipments 
(now 6% and 4%) is designed to turn the inventory carrying 
function back to the jobbers. But out of 10 producers of oil 
country pipe, six have their own captive supply stores, so in 
reality this so-called cut was not a cut at all, but merely a 
matter of taking money from one corporate pocket and putting 
it into another. 

@ Electric Weld and Seamless Line Pipe: Traditionally these 
two API products are made to the same specification and are 


You’re buying motors by the pound 
when price is the only consideration 


Automated production lines 
multiply the cost of motor failure 


Automated production lines can’t afford motor drives 
selected on the basis of price alone. For when a group 
of machines are linked in series, with each dependent 
on the preceding machine to supply it, a motor failure 
in the line quickly multiplies the cost of downtime. 


Wagner® totally-enclosed, fan-cooled Type EP and JP 
motors are perfect power packages for automated lines. 
They are completely protected against dust, abrasives, 
fumes, steel chips, or filings. Both ends of these motors 
have running shaft seals to keep their heavy-duty bear- 
ings clean. These Wagner motors will keep your pro- 


duction rates up, delivering full rated horsepower under 
the toughest conditions... staying on the job with con- 
tinuous service. They have earned their reputation for 
proven dependability. 


Next time you buy motors, check beyond the purchase 
price. Make sure that you get all the performance you 
need—with motors that will do the job. 


Wagner motors have been getting the job done for more 
than 65 years. Your Wagner Sales Engineer will be glad 
to show you why. Call him for an analysis of your next 
motor application, be it for plant or product. 


Branches and Distributors in all Principal Cities 


Wagner Electric @rporation 


6416 PLYMOUTH AVENUE, ST.LOUIS 33, MISSOURI 
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identically priced. Yet only one 
mill makes seamless over 14 in. 
in dia. Electric-weld has ex- 
panded production and become 
more acceptable to engineers who 
formerly would only accept seam- 
less. Note that the cut was made 
on sizes 6% in. to 12% in. grade 
X52, which is for high-pressure 
work and a small segment of this 
production which is mainly pro- 
duced in API 5L, X42, and X46. 
Foreign pipe from Germany and 
Japan has been freely offered at 
$40/ton below domestic, f.o.b. 
domestic ports, duty paid ($6/ton 
on electric weld as against $25 
on seamless). This pipe is much 
cheaper to manufacture than 
seamless on account of the lower 
capital investment required. This 
|cut looks like an effort to cap- 
| ture the quality market on a grade 
which foreign producers do not 
make. All of the expanded facili- 
ties to make line pipe domesti- 
cally have been of the electric- 
weld variety, so look for more 
downward price adjustments on 
this grade. 

@ Stainless Steel: This industry 
has beer long overdue for re- 
pricing. Production has risen over 
400% in the past few years, and 
this in itself should effect eco- 
nomies. Let’s do a little job of 
value analysis: Compare the 
chemical formula of C1010 car- 
bon steel with 304 stainless 
(chrome and nickel) and 430 
stainless (straight chrome) and 
you will find that the difference 
in cost of the components is no- 
where near the spread in selling 
| price between the two products. 
| But steel men will tell you that 
| they get far less yield from ingot 

| to finished product on stainless 
| (54%) vs carbon (70%) and that 
| stainless is mostly made in elec- 
| tric furnaces with smaller heats. 
| But even making allowances for 
|all of these factors, the price 
| spread is still too high. Look for 
| the downward trend in stainless 
| prices to continue, helping these 
| producers capture a larger share 
| of this growing market and give 
|aluminum a run for its money. 
| We often hear from the politicians 
|about the big companies being 
| the aggressors and forcing small 
| business to the wall, but in stain- 
|less the small mills set the pace. 
|Some of the big companies do 
/not even make it. 

| @Wire Rope: The five inte- 
grated producers and nine non- 
integrated producers of this prod- 
uct only run at 50% capacity in 
peacetime. Only when demand is 
high in wartime is wire rope in 
tight supply. It is the only steel 
product left that is sold on con- 
signment to distributors, so that 
no one but the producer takes a 
loss when the price drops. For- 
eign competition (mainly British) 
has increased. A cut in wire rope 
prices really isn’t news. It has 
been a chronic condition for the 
past 15 years. 

@Concrete Reinforcing Bars: 
| With highway and public works 
| construction on the upswing, one 
would think that demand would 
keep prices firm. But two im- 
portant factors keep gnawing at 
the rebar price structure—im- 
| ports and new producers. With 
the domestic price being about 
$150/ton (including size and 
|length extras), imports which 
Pari a duty from “%&¢ to 1%e¢ 
a Ib. have been landed at $115.00 
| a ton. 
| Inasmuch as the identity of this 
foeeens is buried in concrete, 
contractors have taken full ad- 
| vantage of this saving where pos- 


(Continued on page 37) 
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Goulds Marketing 


Standard Line Of 
Centrifugal Pumps 


Seneca Falls, N. Y.—Goulds 
Pumps, Inc., has developed a 
standardized line of centrifugal 
pumps covering a 5-gpm. to 775- 


gpm. capacity range in eleven 
sizes. 

Basic dimensions of the 
“3195” line, intended primarily 


for use in the chemical process 
industries, are the same for all 
pump sizes. This permits re- 
placement of parts or subassem- 
blies as needed to meet changing 
capacity requirements. Com-| 
plete pumps also are dimension- | 
ally interchangeable. 

The standardization, Goulds’ 
said, permits cost cutting in a! 
number of areas, including: 

®@ Inventory—Fewer parts are 
required since they may be used 
on all pump sizes. 

® Installation — Constant di- 
mensions on pumps of all sizes 
simplifies installation of both 
pumps and piping. 

® Maintenance — “Back pull- 
out design” permits disassembly 
by one craft without disturbing 
either suction or discharge pipe 
connections. 

Goulds also cites lower engi- 
neering costs made possible by 
the standardization. The con- 
stant basic dimensions permit 
pre-engineering of both piping 
and foundations, since dimensions 
remain the same no matter what 
capacity is required within the 
5-gpm. to 775-gpm. range. 

Standard dimensions through- 
out the line include: over-all pump 
length, coupling fit, bolt size 
space to secure pumps to bases, 
spacer coupling length, and dis- 
tance from the end of suction 
line to centerline of discharge. 

The 11 pumps cover a tem- 
perature range of —350 F to 
+500 F at working pressures of 
0 psia.to 275 psig., 10 ft. to 30 
ft. TDH. The line is available in 
ductile iron, 316 stainless, and 
Gould-A-Loy 20 as_ standard 
construction. Goulds will supply 
units and parts also in any ma- 
chineable alloy. 


Professional 
Perspective 


(Continued from page 36) 
sible (some states have laws for- 
bidding the use of foreign steel 
on state highways). 

Re-bars were formerly a high 
profit item for large domestic 
mills as they used rejected heats 
(worth $37 a ton a scrap) to make 
part of their production. Mean- 
while, a dozen or more small 
mills which use scrap rails for re- 
working or small electric furnaces 
using scrap, have sprung up in 
the South and West and grabbed 
business locally at negotiated 
prices. So when the big mills 
withdrew published prices, they 
served notice to the trade that 
they are going to be competitive 
and fight hard to get back the 
lost business. Here again the little 
man has bitten the giant. 

While the larger segments of 


steel production such as sheet) 


and strip, plates, and structurals, 
produced mainly by the large 
companies, cand not felt the im-| 


pact of this kind of competition, 
nevertheless, in view of the re- | 
ductions in the other groups, the | 
possibility of a steel advance this | 


fall is rapidly fading away. 
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PART IV 


ONE COUPLING FIT 


—— Se 
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FOUR BEDPLATES COVER ALL 11 SIZES OF PUMPS 
STANDARDIZATION of Goulds’ “3195” pump line permits maximum 
interchangeability, with the same basic over-all dimensions, of 
parts including: casing and impellar assembly (I), frame adapter 
(ll), stuffing box cover (lll), and the bearing frame assembly (iV). 


Where Can I Buy? 


Some products are easy to lo-'| 
cate, others difficult. Perhaps you 
can help one of our readers who 
knows exactly what he wants but 
doesn’t know where to get it. 
And keep in mind that you can 
make use of this PURCHASING 
WEEK Service at any time. 

While you are answering our 
reader’s request, would you also 
send us a carbon copy of your 
answer? 

We are anxious to obtain bam- 
boo strips of approximately + 
in. in dia or ;y in. sq., which 


would be cut to perhaps 2 or | 
lengths by us, or purchased 


in. 


in such lengths. We want material 
strong as possible to resist bend- 
ing and shear, and have had 
reasonable success in experi- 
mental pieces we have made 
from the outer hard bark of bam- 
boo cane fishing poles, for exam- 
ple. 

“Most of the bamboo we have 
located so far seems to have been 
from the inner portion of ihe 
cane which is soft.” 

Glenn Baumhardt 
Director of Purchases 
Redmond Co., Inc. 
201 Monroe St. 
Owosso, Mich. 


Nibroc’ towels 
hold up 
while they soak up 


Everything is a big word, but Nibroc 
Towels have it! Nibroc Multi-foid towels 
are soft and lint-free — women like them, 
men appreciate them. And they’re strong 
— one towel does the job with ease and 
economy. Balanced Quality makes the dif- 
ference. The speed of absorption and ab- 
sorption capacity are perfectly balanced. Jt 
holds up while it soaks up! Why be satisfied 
with less? 


Choose from a complete line of Nibroc 


Quality towels... 


multi-fold, single fold or 


C-fold, in natural or the super white em- 


bossed line 


for samples . 
distributor. 


BROWN 


Balanced 


Purchasing Week 


packed in convenient Zip- 
Top cartons. See how Balanced Quality re- 
duces towel cost. Write Dept. P7, Boston 


. or contact your nearest 


Another Quality Product of 


COMPANY 


General Sales Offices: 
150 Causeway Street, Boston 14, Mass. 


|New Color-Coded Tap Selector! 


Beloit, Ill.—Besly-Welles Corp. 
has devised a color-coded tap 
selector system to simplify tap 
buying “in 75% of all applica- 
tions.” 

Master Chart 

Key to the system is a master 
chart with a list of metals, alloys, 
and plastics. Across from the 
materials listed are four color- 
coded columns: one each for 
straight fluted taps, spiral pointed 
taps, X-press taps, and special 
taps. Symbols in these columns 
indicate which type of tap is best | 
suited for the material listed. | 


ing chart goes into cutting char- 


} 


The symbols also indicate what | 
types may be used as alternates. 

A booklet supplied with the 
chart has pages color-coded with 
the columns. Reference to these, 
after the basic tap type has been 
selected, indicates the exact tap 
needed according to individual 
specifications of size, pitch, and 
pitch diameter. Additional infor- 
mation includes basic tap infor- 
mation as to tap functions, stand- 
ards, and styles, and drill size 
selector charts. A trouble-shoot- 


New York — International 
Business Machines has developed 
new auxiliary equipment de- 
signed to increase the versatility 
of its electronic data processing 
systems. At the same time it an- 
nounced a new computer lan- 
guage for numerical control of 
machine tools. The new FDP 
products include: 
COMPUTER PROGRAM turned 180 
English language statements into 
detailed instructions for numerical use with IBM’s 1410, 7070, 
machine tool at United Aircraft. 7074, 7080, or 7090 computer, 


acteristics of various metals and 
makes lubrication suggestions. 


SPEEDENAMEL 


long-lasting protective enamel for maintenance and product finishing 


Glidden SPEEDENAMEL is the ideal all-purpose 
enamel for general plant maintenance. It stands up under 
severe weathering conditions, combats corrosion on 
exterior and interior metals. 


As a protective coating for trim, dadoes and other 
wood and metal surfaces, it cleans easily and retains its 
high gloss far longer than ordinary wall paints. 


On machinery, SPEEDENAMEL improves visi- 


bility, resists the destructive action of cutting oils 
and abrasion. 


SPEEDENAMEL is an excellent product finish 
for either dip or spray application and fits right into 
production schedules. 


SPEEDENAMEL is available in fifteen colors plus 
intermixes. Contact your nearest Glidden branch or 
write direct for complete information. 


PROFESSIONAL FINISHES 
THE GLIDDEN COMPANY 
Maintenance Finishes Division 
S00 Union Commerce Building 
Cleveland 14, Ohio 
in Canada: The Glidden Company, Ltd., Toronto, Ontario 
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@ 1301 disk storage unit. For 


IBM Develops Auxiliary Equipment 
To Boost Versatility of EDP Setups 


lit holds from 50-million to 56- 
| million characters of information 
and can be shared by any two of 
|the computer systems. Each file 
contains one or two modules, 
each with 20 rapidly revolving 
disks for data storage. A total of 
five units can be used in a single 
computer installation. 


® Telegraph input-output unit 
lets the 1410 accept messages di- 
| rectly into its magnetic core mem- 
|ory froni remotely located com- 
munications devices. It translates 
| incoming information from tele- 
graphic code into machine lan- 
| guage and feeds it into the system. 
| It also converts outgoing informa- 
| tion from the core memory into 
| telegraphic code and transmits it 
to the remote station. 


©1009 Data Transmission 
| Unit Adapter. This unit permits 
| the 1009 data transmission device 
to provide communication be- 
|tween 1410s or 1401s, or be- 
tween a 1410 and a 1401 at 
speeds of up to 250 characters 
| per sec. It can be used also with 
magnetic tape terminals and auto- 
matically processes information 
received from a remote unit and 
sends back the result. 
| ©1014 Remote Inquiry Unit 
\for the 1401 has a 44-character 
keyboard on which an inquiry 
|may be typed and, after process- 
|ing by the computer, will print 
|out the answer. Up to twenty of 
| these, located as far as eight wire 
| miles awey from the system, may 
| be used with a single 1410. 
| 
| ©1404 printer designed for use 
|with the 1401 data processing 
system is the first printer IBM 
has made available to combine 
printing of either individual 
cards or continuous paper forms 
as direct output from a solid-state 
computer. To switch to one media 
or the other, an operator posi- 
tions the 1404 printer’s movable 
chain-printing mechanism at 
|either the card station at the left 
|or at the continuous forms station 
‘on the right. 


800/Min. Capacity 


The printer's maximum card 
/output is 800/min. when it 
| prints two cards side-by-side with 
|one line of data on each. Maxi- 
mum number of lines it can print 
on a single card is 25. On con- 
tinuous paper forms, it prints a 
|maximum of 600 lines per min- 
| ute. 
| IBM’s 


new language for 
numerical control systems is 
| designed to broaden the ap- 
plication of machine tools for 
automated production of complex 
| parts. The AUTO PROMT pro- 
|gram lets the user describe the 
\surfaces of three dimensional 
'shapes to be milled rather than 
the paths the tool must follow to 
| machine the part. 

| AUTO PROMT has an “Eng- 
lish-like” language with just 110 
'words. A part-programmer uses 
the language to describe a part’s 
|geometric surface and specify 
details such as tolerances and 
'tool sizes. These details are 
'punched into cards, fed to the 
| computer, and the computer auto- 
| matically generates the tool travel 
instructions for each surface to 
| be machined. 
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Improvement in Tin Supplies Seen 


London—The International Tin Council wound up last week’s 
meeting here without making any recommendations for curbing 
the upward spiral of tin prices. The situation shows some signs of 
improving, as a result of the ending of the 20-day strike at the 
Bolivian tin mines and reports from Belgium that it may soon be 
possible to resume tin exports from the Congo. State Dept. 
technicians recommended that the Administration approve release 
of nearly 4,000 tons of U.S.-held tin. But this was expected to 
have only slight effect on curbing tin prices. 


U. S. Steel Markets New Tubing 


. Pittsburgh—U. S. Steel Corp.’s National Tube Division intro- 
duced a line of square and rectangular hollow tubing for use in 
heavy vehicle and building construction. The new product is 
30% to 40% lighter but equally as strong as structural steel, the 
company said. It is priced at approximately $180/ton, roughly 
the same as structural steel for similar uses. 


Bethlehem to Build New Mill 
Lackawanna, N. Y.—Bethliehem Steel Co. will begin construc- 
tion of a new _alvanizing mill at its plant here about Sept. 1. It is 
estimated that the 1,000-ft. long facility will cost $40-million. 


Mail Order Prices Down 


Chicago—Prices in the all-winter catalog of Aldens, Inc., 
average 3% below these of a year ago. The mail order house 
attributed the drops to “sharper pricing policies on our part” 
and “some reductions in prices from manufacturers.” 


Goodyear Unveils Chemigum 520 


Akron—Goodyear Tire & Rubber Co.’s chemical division will 
introduce a synthetic rubber latex for use in textiles and nonwoven 
fabrics such as paper towels, napkins, and tablecloths. Called 
Chemigum 520, it will be produced at the division’s recently 
expanded facilities here. 


EFTA to Act as Unit 


London—Ministers of the seven-nation European Free Trade 
Association (EFTA) meeting here said they will link up with the 
rival six-nation common market as a unit or not at all. This 
allayed fears that Britain might go it alone in applying for 
common market membership. 


ADHESIVES 


W. INVITE you to subscribe, 
without cost or obligation, to our new bulletin, the Arabol Ad- 
hesive Advisor. The fast-reading bulletin, to be published on a 
regular basis, will offer adhesive users many valuable time-saving 
and money-saving tips, culled from Arabol’s 76 years of adhesive 
pioneering experience. 

Upon receipt of your subscription request, we will promptly 
mail the first issue to you. Mail request on your letterhead to: 
Dept. PW—ARABOL MFG. CO.—110 E. 42nd Street, New 
York 17, New York. 
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|wire cord does not warrant the 


|cordless as a complete answer 
/nor do we expect to obsolete any 


| power 


(Continued from page 1) 
applications and not just general 
information.” 

Black & Decker officials ex- 
pect a sizable market in indus- 
trial maintenance (in-plant and 


field) applications — with 
plumbers, carpenters, repairmen, 
and similar tradesmen also a 


prime target. Other possibilities 
include bone surgery, drilling for 
turpentine and maple syrup, 20d 
other forestry uses. 

Because of the clamor, Black 
& Decker is anxious to avoid 
overselling the new product. The 
company is cautioning prospec- 
tive users that the power tool 
battery has its definite limitations 
and won't replace husky plug-in | 
models—*“at least not this year.” 
It is careful to stress that its drill 
is not for heavy-duty work. 

What’s more, in_ industry, 
where continuous production | 
work is involved, Black & 
Decker admits that existing 
sources make conven-| 
tional equipment more practical | 
and that the elimination of the 


use of battery power. “This is | 
an auxiliary tool,” a spokesman 
said. “We aren’t offering the 


existing product lines.” 
Also for Consumer 
Black & Decker is merchan- 
dising the tool for consumer as 
well as commercial and industrial 
use with a price tag of $49.95, 


|including the battery. With the 


charger, it costs $59.90. As a 
measure of its capacity, the com- 
pany says the tool will drill 75 
half-inch holes in %4-in. fir be- 
fore needing recharging. The 
power cells are good for 400) 
charges before needing replace- 
ment which takes but a 
minutes. 

Black & Decker is patenting 
its motor but expects that com- 
petition will be able to design 
around it and other tool makers 
have been working for some time 
with their own cordless units. 
Most are working on the %-in. 
drill. 

_ A large Midwest manufacturer 
told PURCHASING WEEK that his 
firm very definitely has plans for 
a cordless drill but is not ready 
to say when, where, or even if 
it will reach the market. The 
company has been working for 
“many, many months” on a 
battery-powered drill and_ still 
has a few bugs to work out of it. 

Porter-Cable said that it is 
working on a development “quite 
radical to Black & Decker’s ap- 
proach that will be applicable 
even to saws.” Battery power 
|presently available, they said, 


| Swiss Firm Wins Bid | 

Troy, Ohio—A Swiss firm, | 
Brown-Boveri Corp., was the 
successful bidder on a turbine 
generator for the municipal 
power plant here. 

Brown-Boveri’s low bid of 
$439,500 was one of six received 
on the project. Five bids were 
junder the $650,000 estimate of 
consulting engineers. 


Other bidders on the geuerator | 


|were the Elliott Co., Jeannette, 
|Pa., $476,300; Dravo Corp., 
Cleveland, $576,750; Westing- 


house Corp., Dayton, $586,585; | 


General Electric, Cleveland, 


| waukee, $652,600. 
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Late News in Brief Buyers Enthused by Potential of Cordless Tools 


meet the 
speed 
Saws 


doesn’t 
constant 
needed 


torque and 
requirements 
for intended for 
regular use. “It all depends on 
individual requirements,” said a 
spokesman at Gould-National. 
For example, a saw could be 
produced with a self-contained 
battery for light duty home use. 
A few concerns have adopted 
wait-and-see attitude. “When 
the cordless shows itself practical 
we'll have one,” said a spokes- 


a 


man for Milwaukee Electric 
Tool Corp. 
Black & Decker expects a 


cartons. 


fabrication. 


substantial reception. “Judging 
from inquiries received since our 
announcement, the market is 
tremendous,” they said, “but, as 
with any radically new tool it is 
hard to guess the exact size of 
it.” The company also said it 
is looking into every other phase 
of application for the basic cord- 
less principle. This includes 
other industrial applications, but 
no definite plans or target dates 
are yet being announced. Pos- 
sible uses: Power saws, torque 
screw-drivers; but a lot depends 
on the battery people. 


Kraft Folding Cartons 
in stock—64 sizes! 
Send for FREE sample 


You may find the solution to some of your packaging 
problems in our expanded line of stock kraft folding 


Inventories of stock boxes are maintained in 64 sizes, 
ranging from %” 
across the country are using them to package items 
ranging from electronic sub-assemblies, automotive 
and aircraft parts, to nursery products. 


x %” x 1” to 5%” x 7”. Buyers 


Stock boxes offer these special advantages: 
LOWEST PRICES because of volume runs, standard 


FAST SHIPMENT —orders received before noon 
are shipped the same day. 


YOUR INVENTORY MINIMIZED, because we keep 
the boxes until you need them. 


Write on your letterhead telling us the box sizes 
you're interested in for free samples and price lists. 


few| Write: 


STONE CONTAINER CORPORATION 
Campbell Division 
360 No, Michigan Ave., Chicago 1, Illinois 


a 


S|TIOIN/E} 


Rae aronanon 


You Get MORE with 


DOERR MOTO 


S 
QUALITY... 


Top performance and life. 


APPEARANCE... 


Compliments your pre duct, 


DESIGN SERVICE... 


Solves toughest problems. 


COOPERATION... 


Even on small-lot orders. 


‘YOUR PRODUCTS are easier to produce... easier to sell... witha 
Doerr motor as original equipment. 


Got a problem? Doerr’s experience with thousands of 
“specials” suggests quick, economical answers. Our broad 
background helps develop practical new designs to fit all 
of your requirements at lowest cost. 


Also, Doerr quality construction assures full performance 
of your product... while compact, modern Doerr styling 


adds to appearance. 


Fractional and integral Horsepower Motors 


WRITE FOR 14-PAGE CATALOG 

And motor “idea book.” Get your copy of the 
DOERR Condensed Catalog... packed with useful 
data for designing, selecting and specifying. Please — 
write on your company letterhead, . 


199 N. FOURTH AVENUE 


$586,700; Allis-Chalmers, aah 


CR am: 


DOERR ELECTRIC CORP. 


bd CEDARBURG, WISCONSIN 
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How to Stay Slim Is P.A.'s Uppermost Problem 


(Continued from page 1) 

alternate sources where possible.” 

Reliance Electric Co.’s R. F. 
Kendall added, “It’s going to be 
interesting to see how industry 
can better its profit picture with- 
out trying to pass along a price 
increase. It’s not as easy as it 
was after the war period to raise 
prices if the margin didn’t look 
good. Resistance to increases will 
stiffen; pressure to reduce internal 
costs and improve earnings will 
mount.” 


Plenty of Watching 

On the whole, P. A.’s expected 
prices to remain steady over the 
near-term, but a lot of prayerful 
watching was reported, particu- 
larly among steel buyers. Com- 
mented the P. A. for a big air- 
craft company: “There’s a lot of 
rumors about steel prices, and | 
think that they will go up a little 
—but not much. A major price 
increase is just not justified now.” 

Typical of those who felt prices 
would remain steady was Haylett 
O’Neil of Humble Oil & Refining 
Co. “Just as a horseback guess, 
I don’t think there will be much 
price change the rest of the year,” 
O'Neil said. ““We might see a 
few discounts removed on some 
items and some price-shaving on 
others, but I don’t believe there 
is going to be a big movement 
one way or the other. We always 
have to do some shopp.ng, and 
that will continue.” 

On inventories, an Eastern 
purchasing man had this to say: 
“I think we’re past the scare 
point. As business picks up, 
levels will increase. But we do 
not intend to let inventories go 
way up if we can help it.” 

Another P. A.—this one em- 
ploved by a Southern refrigera- 
tion equipment manufacturer— 
said his biggest problem would 
continue to be “maintaining tight 
inventory control and _ close 
scheduling of orders.” 

“I can make more money for 
my company by turning over in- 
ventory than salesmen can sell- 
ing,” he said. 

A West Coast 
manager disagreed. 


procurement 
“Generally 


speaking,” he said, “if purchasing | 
departments went the Economic | 


Order Quantity route instead of 
worshipping inventory turnover 


ratios, they would go a long way 
in eliminating inventory reces- 
sions in the country.” 

Other mid-year headaches for 
purchasing: 

@Labor negotiations. “The 
major problem to us is one of 
immediacy—strikes threatening. 
The maritime union is out now, 
and the teamsters and warehouse- 
men may be out any time now,” 
said Earl Olsen, Friden, Inc. 

Harry Beetham, P. A. for 
Northwestmetal Products, said 
he will be trying to outguess the 
steel wage negotiations, which 
means planning for increased 
steel inventory now. Also, New 
York Central Railroad reports 
that it was building up a fuel oil 
supply as a result of the mari- 
time strike. 

One director of purchases, 
however, optimistically expressed 
his outlook about the negotia- 
tions. “I think the whole econ- 
omy is more anxious to get things 
going—and that means labor as 
well as management,” he said. 
We don’t want to let foreign 
competition upset our markets, 
so I do not think the unions will 
want to impede our progress as 


we look forward to better times.” | 
© Transportation. Two ideas | 


stood out as P. A.’s looked at 
| freight rates. Most felt that al- 
| though rates may change, trans- 
|portation is highly competitive 
| and rates will find proper levels. 
Second, to meet any increased 
| rates in the offing, P. A.’s are 
|looking to piggybacking and 
containerization to consolidate 
shipments, cut costs. 


@ Training personnel. Several 
purchasing spokesmen linked the 
| success or failure of their efforts 
to solve the problems above with 
\the ability to find and train 
capable staffs. Said David Gib- 
son, director of purchases, 
Worthington Corp., “In the 
| field, training and education is 
/one of the biggest problems we 
'face. There is plenty that pur- 
| chasing can do, but we must have 
| capable people to do it.” 

A Midwestern purchasing 
agent added, “To do the right 
kind of job, in this era of im- 
proving technology, we need 
more highly qualified and tech- 
nically trained P. A.’s.” 


H. M. Fagan, Jr., director of 
purchases, American 
Tiling Co., agreed Commented | 
Fagan, “Biggest problem facing 
all process industries the | 
adapting of purchasing people to | 
new process techniques and ma- 
chinery. These demand a 
knowledge of different =< 


Encaustic | 


iS 


nent parts, different repair tools, 
different fuels, different mainte- 
nance items, even different raw 
materials and alloying elements.” 

Another slant on personnel 
problems came from Aetron 
Co.’s Material Div. Manager, 
R. V. Balch. Said Balch, “My 
main problem is inventory of per- 
sonnel. Basically, we have an 
increased level of activity, and 
I'm faced with the problem of 
increasing my staff on a per- 
manent basis, going overtime, or 
using part time help. To get ex- 
perienced procurement people 
for short term work is almost 
impossible.” 

@Reports and paperwork. 
Stating this probiem, a Cleveland 
purchasing agent said, “Maybe 
out in the shop you’re right up to 
date, but a lot of offices are still 
running by 1890 methods.” 

P. A.’s indicated that purchas- 
ing procedures were coming 
under constant scrutiny to im- 
prove performance. And elec- 
tronic data processing, hardly an 
1890 method, is a main stay in 
modernizing a large number of 
buying activities. 

“Documentation and justifica- 
tion is steadily receiving more 
attention. Increasingly, com- 
panies are placing auditors on 
the material management staff 
who constantly audit the buyer 
files to make sure that documen- 
tation and justification is com- 
plete. This also assures that com- 
pany policies instituted to save 
effort and money are being fol- 
lowed,” reported Arthur Pearson, 
procurement specialist, Lockheed 
Missiles and Space Div. 


Purchasing Week’s 
Purchasing Perspective 


Typical of the comment on 
increasing use of computers in| 
purchasing was that of F. J. 
MacDougall, purchasing director 


of the Allis-Chalmers Mfg. Co., | 


who said that data processing, 
which has been put into many of 
the company’s 18 plants, “has 
been quite a help in keeping in- 
ventories down.” 


Price Changes for Purchasing Agents 


Item & Company 


INCREASES 


Tin salts, potassium stannate, lb 
Sodium stannate, |b.. 
Tin crystals, anhyd., lb 
Tin oxide, 400-lb. dms., Ib 
Tung oil, impt., lb 


REDUCTIONS 


Citrus juice tin cans, 55 tb. 
body, thin tin plate, per 1000 


Gum turps, So., tanks, gal 


Tall oil rosin, So., 
Canton flannel fabrics, 
Gum styrax, Asiatic, lb 


(alkyl lead content), lb 
Turpentine, N. Y., gum, gal 
wood, steam dist., gal 

wood sulfate, gal 


10,000-Ib, minimums 


Aleoa, Ib. 


Murate potash, chem. gr., Aug. 1, 


Gasoline, Mich. & Texas, "Aubil, dlr. inkwgn., gal....... 


Transistor FM radio tuners, Walter Corp 


Amount 
of 
Change 


ton $2.00 
013 
014 
018 
04 
.0025 


0348 J 


Muriate potash, 60% 'K20, year’s price schedule, ton 


Anti-knock compounds, DuPont (Tetramix) & Ethyl 


Stainless steel sheet, all grades, Inland, 2000 & 


6% & 5% 


Aluminum can stock, coiled & cut-to-length sheet, 


027 & .024 


12% $4.75-$5.75 


New 


Price Reason 


$31.00 
861 


"97 
ote 


$1.117 
$1.26 
275 


incr. postponed 
incr. metal cost 
iner. metal cost 
iner. metal cost 
incr. metal cost 


$19.93 
nies competition 
improved supply 


slow demand 
slow demand 
improved supply 


competition 

improved supply 
improved supply 
improved supply 


competition 


competition 
competition 
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(Continued from page 1) 
of real concern, but the real problem facing today’s purchasing 
executive and his buyers is the “purchase of correct value in the 
face of changing demand and supply trends.” 

The purchasing chief of a major Eastern manufacturer of syn- 
thetic fibers recently expressed a similar view. The relative 
importance of prices to total value keeps changing, he noted, as 
the over-all business picture changes. Therefore, prices—while 
significant—still are not the most important thing to watch over 
the coming months. The key factor is “value” of the products and 
materials bought. 

Price is only a part of value and evaluation of the best buy 
will become much tougher as foreign competition becomes 
tougher and U. S. suppliers respond to the challenge by the 
introduction of new, improved products and new processing 
method. This means buyers are going to need much more 
education and experience in the particular field in which they 
are buying. For example, in the chemical processing in- 
dustries, some leading procurement directors already are insist- 
ing that their chemical buyers have chemical engineering de- 
grees or the equivalent in experience and knowhow. 

* a a 

In the broad area of cost reduction, buyers are realizing more 
than ever before that they must devote special attention to their 
role in traffic, transport, and material handling. It’s no secret that 
shippers are organizing to fight freight increase proposals, and 
carriers can expect smoother cooperation from shippers and 
receivers if they go along with joint efforts to keep transport costs 
down. One major force that could ve expected to prove effective 
is insistence by shippers that every rate boost be accompanied 
by more speed, more dependability, more service, and better 
transport facilities. 

. * + 

Big suppliers are revamping distribution operations to provide 
better service to small order customers, especially in the metals 
industry. That’s why basic metal suppliers, both steel and 
aluminum, are making concerted efforts to woo and win the 
loyalty and preference of service centers. An example of this 
trend was provided last week by Youngstown Sheet & Tube’s 
announcement that it has set up a special steel service center 
sales department at corporation headquarters in Youngstown. 
Goal is to help centers, provide faster service to their customers 
through smoother handling of rush orders and better follow- 
through at the mill. 

Under Youngstown’s setup, service centers’ orders will be 
funneled through one channel instead of having the centers 
process their purchases of supplies through the various mill prod- 
uct sales department. 

From Youngstown’s viewpoint, this move recognizes that serv- 
ice center sales, normally about 20% of total steel production, 
probably are destined to become an even larger proportion of 


over-all steel sales. 


| 


‘Diene Rubber Priced at 30¢/lb. 


USR Unveils First Butadiene Tire 


Akron—Firestone Tire and 
Rubber Co. announced that its 
|new polybutadiene rubber, Diene, 
|will be priced at 30¢/lb. de- 
jlivered. Phillips Chemical Co., 
only other producer of this “na- 
tural synthetic,” immediately cut 
|its tags by 142¢ to meet the Fire- 
'stone price. 

Polyisoprene, butadiene’s ri- 
val in the natural synthetic field, 
is priced at 27¢/lb. or about 
2%2¢/lib. less than top grade na- 
tural. Standard synthetic sells 
for 23¢/Ib. 

Simultaneously, with Fire- 
stone’s price announcement, 
U.S. Rubber Co. unveiled a new 
premium passenger tire with a 
tread made of a blend of poly- 
butadiene and styrene butadiene 
(a conventional tire rubber). 

The new tire gives about 30% 
more mileage than U.S. Rubber’s 
previous Royal Master and 60% 
more “than the average first-line 
tires now on the market,” the 
company said. This merks the 
first use of the material «1 pas- 
senger tires; the company had 
announced its use in truck tires 
about a year ago. 


The tread is a four-row design 
said to offer longer wear, greater 
resistance to skidding, and better 
traction. Its long, slender ele- 
ments interlace for uniformity 
and flexibility of tread movement 
and stability and quietness of 
ride. 


Both Nylon and Rayon 


The low-profile tire is tubeless 
and made in both nylon and 
rayon cord constructions with 
a recessed narrow white side 
wall which a projecting rib pro- 
tects against curb scuffing. The 
750-14 Royal Master is priced 
at $77.35, retail list, in both 
nylon and rayon. 

Firestone is now producing 
polybutadiene at its Synthetic 
Rubber & Latex Co. subsidiary’s 
plant in Orange, Tex. At least 
two other polybutadiene plants 
will come on stream later this 
year: Goodyear’s $20-million, 
facility in Beaumont, Tex., and 
American Synthetic Rubber 
Corp.’s plant in Louisville, Ky. 
Goodrich-Gulf Chemical Co. is 
erecting a similar unit in Insti- 
tute, W. Va. 
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Se ee ce cl er ore 
What's News in Chemicals... 


What comes out here depends on you... 


Enjay tailors its production to fit your 
needs. Over the years it has pioneered 
in the development of many important 
new compounds to meet the changing 
demands of the chemical industry — 
products like isooctyl alcohol, decyl 
and tridecyl alcohols, and BUTON 
resins, to name but a few. 

Latest in this series is new Enjay 


hexyl] alcohol. Of particular interest to 
vinyl plastic compounders are the 
phthalate esters of hexyl] alcohol. Their 
good solvating properties make them 
highly efficient as calendering aids. 
Hexyl] alcohol has other important 
applications as a raw material for 
flotation agents, lubricant additives, 
degreasing fluids, brake fluids and 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 
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agricultural chemicals. For speci- 
fications on the full line of Enjay 
alcohols, or other high quality 
chemicals, write to Enjay, 15 W. 
5ist Street, New York 19, N.Y. 


CHEMICALS 


Up they go—to deliver a customer’s bearings on schedule. 


You can tellthe DuGiF man 
by his complete line of bearings 


Call him about any bearing need in this world—or out 
of it! His tremendous range of bearing sizes—from man- 
size spherical roller bearings to instrument bearings 
smaller than collar buttons—enables you to get most 
types and sizes from a single source. You can tie-in bear- 
ing deliveries with production schedule count-downs! 

His engineering services and assistance are far ad- 
vanced, too. Because he’s backed by application and 
research specialists—metallurgists, physicists, metrolo- 
gists, chemists—who are already probing the problems 
of using bearings in space. 

And when you order bearings for maintenance crews, 


call the AUTHORIZED S}$6F° pisTripuTor first. His va- 
riety of SKF types and sizes, and his knowledge of 
bearings, make him the best bet for “space-age” service 
every time. 6116 


MOTIQN ENGINEE .2ING 


Advanced ball and roller bearing technology 


